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North Cites Growing 
Services of NBFU; 


Underwriting Losses 


President Points to Higher Fire 
Losses While Expenses Are Cut; 
Adequate Rates are Needed 


ANNUAL MEETING IS HELD 


Film Shown on Safe Transportation 
Of Extra Hazardous Materials 
Over the Nation’s Highways 


After recalling a period of 95 years of 
outstanding services to the United States 
by the National Board of Fire Under- 
writers and its member companies Presi- 
dent John A. North told the annual meet- 
ing yesterday at the Hotel Commodore 
that he could not derive the “same thrill 


‘ 


out of our underwriting experience” in 
recent years. He said that a year ago 
there seemed to be evidence of an im- 
proved underwriting trend but final re- 
sults for the fire insurance business in 
1960 showed a loss ratio of 614% and 
an expense ratio of 39.1%, bringing a 
statutory loss of one half of one per 
cent. Mr. North is chairman of board of 
the Phoenix of Hartford Companies. 


Underwriting Profit Unfavorable 


This underwriting loss for the industry 
in 1960 reflected an increase over 1959 in 
the ratio President North said. On the 
other hand, there was a notable reduc- 
tion in the expense ratio, it being the 
lowest in five years. The underwriting 
loss, while higher than 1959 when it was 
0.2% on fire experience only is materially 
less than it was in 1957 when fire insur- 
ance recorded an underwriting loss of 
5.5%. 

Taking the five-years through 1960, 
with an average loss ratio of 61.2% and 
accompanying expense ratio of 40.9%, 
there developed “the unsatisfactory un- 
derwriting loss of 2.1% for that period,” 
Mr. North continued. “This result has 
been steadily getting worse on the basis 
of five-year averages since the last five- 
year profit period was recorded in 1957. 

“On the expense ratio side of the ledger 
the business as a whole has done much 
better. Controllable expenses have grad- 
ually reduced in ratio and while there is 
still room for further improvement 
throughout the whole expense exhibit, 
I hate to think what the figures would 
be like without the current reduction. 

“While no one element stands out in 
the fire loss ratio as a principal offender 


(Continued on Page 24) 
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Manhattan Casualty Company 
116 JOHN STREET, NEW YORK 38 


BEekman 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 
BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 


The Gotham Life Insurance Company 
Of New York 


LIFE GROUP ACCIDENT & HEALTH 











SPECIAL SUBSCRIPTION OFFER 


Subscribe to The Eastern Underwriter 
now at the old rate of $5 per year—un- 
changed for fifteen years. The new rate 
of $7.50 per year goes into effect June 15, 
1961. 


Until July 15, 1961 present subscribers 
may renew at the old rate provided they 
renew at $10 for two years or at $15 for 
three years. Watch for our letter—mailed 
May 25, 1961 to all subscribers—in which 
we make this Special Offer. 








Chas. Meares Heads 
Insurance Operations 
Of New York Life 


Changes Follow Retirement of 
Senior Vice President and Chief 
Actuary James T. Phillips 


NAME. SIX VICE PRESIDENTS 


Messrs. Dorn, Baker, Gleason, Mc- 
Pherson, Meads and Underwood 


Given Enlarged Responsibilities 


Charles W. V. Meares will assume re- 
sponsibility for the insurance operations 
of New Life, formerly under Senior 
Vice President and Chief Actuary James 
T. Phillips, Clarence J. Myers, chair 
man of the board and president, has an 
nounced. Mr. Phillips will serve as an 
actuarial consultant until September 
when he begins his pre-retirement leave 

At the same time Mr. Myers an- 
nounced the election of Lowell M. Dorn 
as vice president and chief actuary and 
the election of the following vice presi- 
dents: Richard W. Baker, Jr., real estate 
and mortgage loan department; John F. 
Gleason in charge of personnel; Edward 
M. McPherson in charge of general serv 
ice departments; and Donald E. Meads 
and Wilson M. Underwood, both in the 
investment department 

As vice president of insurance opera- 
tions, Mr. Meares, who has been vice 
president in charge of personnel, will as- 
sume supervision of the actuarial, policy 
settlements, issue and change depart- 
ments, as well as the life underwriting 
department, the health insurance depart- 
ment and the field service and medical 
departments 


Career of Meares 


Mr. Meares was born and educated in 
London, came to this country when 
young and joined New York Life in 1923 
in its actuarial department. It was at the 
time that American life companies which 
had offices throughout the world, were 
winding up their operations abroad and 
confining themselves to life insurance in 
the United States and Canada only. The 
principal reasons activating them in 
leaving the foreign field were the fi- 
nancial and economic chaos which en- 
gulfed so many countries following the 
end of World War I, such as the financial 
problems which business organizations 
encountered in the wave of inflation and 


the general all-around collapse of the 
currencies and economics. In Russia, for 
instance, policies were payable in rubles 
but the time arrived when the contents 
of a basket of rubles were worth only a 
few cents. Russian business men, prin- 
cipal owners of these American policies, 


(Continued on Page 10) 
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thinking 
about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





When they are ready to “go places,” many young men 
think of a future with The Penn Mutual. Penn Mutual opportunities go to Penn Mutual men, and the Company follows 
the principle that the success of its underwriters is the success of The Penn Mutual. Specialized training and educational 
programs increase their effectiveness in all phases of life insurance selling, and they can choose a career in the field 


which interests them most. 


THE PENN MUTUAL LIFE INSURANCE COMPANY (pee noe once, euwapeuema 
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Replacement Business 
Not Wanted, Says Hull 


ASKS PLEDGE FROM FIELDMEN 


Mutual Of N. Y. President Traces 
Changes in Company Operations Re- 
sulting in Recent Growth 


Roger Hull, president of Mutual Of 
New York who recently returned from 
a trip around the world with Mrs. Hull, 
told a meeting of that company’s lead- 
ing fieldmen in New York last week 
that the company does not want replace- 
ment business which should be kept in 
force in other companies, neither does 


~ 





ROGER HULL 


it want its own policyholders raided by 
twisters and he asked a pledge that they 
take no part in such operations. 

“T would urge you as field underwriters 
to have no part in and 
find attempting to 


business, I 


twisting where 


you someone twist 


your suggest you ask the 


policyholder to insist that any proposals 
the agent 


Mr. Hull. 


happy to assist 


writing and signed by 
making the proposal,” 


“The home office will be 


be in 
said 


you in analyzing for the policyholder any 
such proposals, relating to our business, 
and to help you in every way possible 
to conserve our business.” 
Factors In Notable Growth 
Mr. Hull reviewed changes in the com- 


pany’s operations which have resulted in 


notable growth in recent years. The com- 


pany entered two entirely new lines of 
business—Group insurance and Health 
insurance. 

“Since 1950, said Mr. Hull, MONY 


has announced more than 30 important 
new product developments; and in 1960, 
40% of the company’s new premium in- 
come was from products that we did not 


issue 10 years ago. Premium rates were 


reduced in 1951 and 1954, and then in 
1957, ‘Quantity discounts’ were an- 
nounced. These discounts, which are 


justified by the lower expense costs per 
thousand on larger policies, were enthu- 
siastically received by the insurance- 
buying public.” 

Mr. Hull cited the gains in a 20-year 
period in four areas of operations: Life 
insurance in force increased 120% since 
1940; dividends to policyholders increased 
283%; surplus increased 650%; and sales 
of life insurance increased 531%. 


Mutual 


of New York’s — 


Meeting 


of Leaders 





MONY Offers New Health ions 


J. M. Wickman, second vice president 
for health insurance, Mutual Of New 
York, at the company’s annual confer- 
ence of agency managers and field lead- 
ers here last week announced the de- 
velopment of three new products for its 
health insurance portfolio: 

Individual major medical, with deductible 
and co-insurance features and a maximum 
benefit of as high as $15,000 for each illness 
or accident : 

New non-cancellable-to-age 65 disability 
income policies, with reduced premiums. 

An “Executive Travel Accident Policy” 
which can provide up to $100,000 m death 
benefits for certain types of accidental 
death, 


The first two have gone on the market 


in most states; the third is now before 
the various State Insurance Commis- 
sioners. 


The individual major medical has two 
plans, one with the $15,000 maximum, the 
other with a maximum of $19,000 per ill- 


ness or accident. Each plan has three 
elements: (1) a liberal waiver of pre- 
mium provision; (2) a 120-day period 
within which to satisfy the deductible 
provision and establish the benefit 
period; and (3) a three-day benefit 


period. He said that “exclusions and 
limitations have been kept to those which 
are reasonable and necessary in view of 
the broad coverage provided.” 


The disability income plans are non- 


cancellable to age 65. The major med- 
ical policy is guaranteed continuable to 
age 65, but the company has the right to 
adjust premiums on a class basis only. 
(MONY already permits persons up to 
age 80 to buy basic hospital and surgical 
insurance.) 

The non-cancellable disability income 
policies have four plans, offering income 
for one, two or five years (or to 65, if 
sooner), or to age 65. 

The company has extended from 30 to 
90 days the period in which total dis- 
ability due to accident may develop. The 
company also established a new “pre- 
ferred” class for which disability income 
benefits as high as $1,000 per month, with 
a maximum benefit period of one or two 
years will be available. 

The premium reductions average 
20%. 


about 


The “Executive Travel Accident Pol- 
icy” is to be offered in four basic acci- 
dental death benefit amounts, ranging 
from $10,000 to $25,000. These death 


benefits would be doubled or even quad- 
rupled if death occurred as a result_of 
certain types of travel accidents. The 
maximum possible payment, therefore, 


would be $100,000. 


Premiums for the best risks would 
range from $30 a year for the lowest 
plan to $75 a year for the highest. Pre- 


miums also would vary for each plan ac- 
cording to the policyholder’s risk classifi- 
cation. 


MONY Now NationalSymbol, Reeves 


One of the great problems of busi- 


ness today is competition for public at- 
tention the thous- 
ands of companies in every line of 


and recognition; of 
busi- 
few succeed in becoming 
Clifford B. 
president for public relations of Mutual 
Of New York, told the 


of its agency managers 


ness only a 


well-known, Reeves, vice 
large gathering 
and leading 
the Waldorf-A 


week. 


agents meeting at storia, 
New York, last 
In the 


Mr. 


said 
1,400 com- 
panies in the United States, studies 
show that only about a dozen of them 
are well-known to any great percentage 


life insurance business, 


Reeves, there are some 





of the public, but the term MONY has 
become a national symbol. 

“Companies that achieve real public 
recognition have a great asset—and a 


great competitive advantage,” 
Mr. Reeves. “Companies that 
vorable ‘corporate image,’ are likely to 
get far more than their fair share of the 
husiness—simply for that reason. They 
are the kind of companies people know 
(Continued on Page 6) 


continued 
have a fa- 





Russell Vernet Tells of 
MONY’s National Campaign 


Mutual Of New York’s coming national 


advertising campaign was described to 
the gathering of leading field representa- 
tives by Russell Vernet, director of ad- 
vertising. 

This program is based on testimonials 
from satisfied customers. The ads will 
feature hard-working, every-day people 
who have a real need for life insurance. 
In addition to featuring a testimonial 
from a satisfied policyholder, each ad- 
vertisement will also feature the par- 
ticular agent involved in the case. 

Mr. Vernet said that the home office 
staff did not select the case histories or 
the agent to be featured in the advertis- 
ing but left that to the Benton & Bowles 
advertising agency. 





Fabian Bachrach 


B. REEVES 


CLIFFORD 


MONY’s “Man of the Year” 


Mutual Of New York’s “Man of the 
Year” designation for 1960 has gone to 
Shelley S. CLU, Neck, 
L. I., a top producer of the company’s 
Richard E. Myer York. 
The designation was announced last week 
at a dinner meeting in the Waldorf- 
Astoria Hotel of the company’s agency 
managers and leading producers. 

Mr. has been with the Myer 
agency, MONY’s top sales unit, since 
entering the insurance field in 146. He is 
a 1939 graduate of the College of 
City of New York and 
Master’s degree in education. 


Goren, Great 


agency in New 


Goren 


the 


also holds a 


Final Speaker at Meetings 





STANTON G. 


HALE 


In charge of the meetings of approx- 
imately 2,000 of Mutual Of New York's 
agency managers and leading agents held 
at Waldorf-Astoria, New York, last week 
was Stanton G. Hale, vice president for 
sales, who also brought the gathering to 
a close as the last speaker. 


MONY Now Using “Health 


Insurance” Designation 
Adoption of the words insur- 
ance” to designate the line of individual 
insurance contracts 
cident & 
nounced b 


“health 


now listed as “ac- 
sickness” coverages 
y J. McCall Hughes, executive 


Mutual Of New York, 


field meeting at 


was an- 
vice president of 
at the company’s 
Waldorf last week. 

Mr. Hughes explained the general dis- 
satisfaction in the industry with some of 
the 


terminology used in identifying ac- 


cident & sickness. One objection, he said, 
has been that if accident & sickness 
insurance is an appropriate designation 
of the coverage, it would be logical to 


designate “life insurance” as “death in- 
surance.” 

Mr. Hughes said that “the change 
would affect only the company’s in- 


dividual health insurance department 
from the titles of the department’s of- 
ficers to the forms used both internally 
and externally.” Existing state regula- 
tions require the use of the term “ac- 
cident & sickness” in several of the 
company's Group department forms. 
Until these regulations are changed, the 
term “health insurance” will be used 
only on those Group department forms 
used internally. 

“The industry 
committees 


now has a number of 
working on change of ter- 
minologies. Use of “health insurance” 
instead of “accident & sickness” is being 
adopted by a number of companies as the 
best 


generic term. 
Mrs. Hobby A Speaker 
Mrs. Oveta Culp Hobby, President 


Eisenhower's first Secretary of 
Education and Welfare and a trustee of 
Mutual Of New York, addressed the 
agency managers and leading agents of 
that company at the Waldorf-Astoria in 
New York, last week. She stressed the 
need for Americans to know and under- 
stand their own heritz age of constitutional 
law and principles of liberty to fight 
communism and the cold war. 


Health 
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WHITE HOUSE REPORT. Holgar 
J. Johnson, president, Institute of Life 
Insurance, hands to President Kennedy 
his report for 1960 as president of the 
United Service Organizations. The Pres- 
ident of the United States is honorary 
chairman of the U.S.O. 


Joint Actuaries Meeting of 
Boston, Hartford Groups 


Actuaries fri 
companies, State Insurance Department, 


and consulting organizations met recent- 
National 
of Vermont in Montpelier for 
13th join 


ly in the new home office of 
the 
joint meeting of the Actuaries’ Clubs 
of Boston and Hartford Honorary 
chairman for the meeting was Harold A 
Garabedian, vice president and actuarial 
consultant, John Hancock. 

Daton Gilbert, second vice president 
and actuary, Connecticut Mutual, was 
chairman of the session on Ordinary in- 
surance matters. The topics included 
experience under guaranteed insurability 











agreements, family policies, and the 
special problems anticipated as companies 
adopt the 1958 CSO Mortality Table 
Discussion of the latter subject covered 

mforfeiture benefits lividends id 
rates for temale lives 


Chalmers L. Weaver, Group actuary, 
New England Life, was cl f tl 











rman of the 
Group session. Attention was focused 
the proposed new mit in ates ) 
Group Term life insurance and their 
effect on underwriting rules enewa 
underwriting practices, and rates { 
special [ Pp ] es Other pi s 
discusse re long ‘ n 
ing ; 
in sales 
rganization 
Guest of 
eside € 





the organization a1 
Society of Actuarie 
Society, told of the 
n Denmark. Will 


retarv. Group 





Mill president ) if 
f es; Alfred N. Guertin, 
ican Life Convention; 
actuary of Life Insur 
4 t America 
Opens Lexington Office 
Connecticut Mutual Life has opened 


district office in Lexington, Ky. and ap 
pointed Marvin Lear as assistant gen 
eral agent. Mr. Lear has been in insur- 
ance in Lexington for 12 Pre- 
viously he ssachusetts 


Mutual. 


years 
represented Ma 


First Quarter Earnings 
Reported by Eastern Life 
New York 


first quarter netvof 72 cents a share, as 


Eastern Life of earned a 
compared with ten cents a share for the 
same period in 1960, it was announced 
by Ned L. Pines, chairman of the board. 

Total income for the period was $923,- 
350, a gain of more than 26% the 
first quarter Net 
operations after dividends was $104,992, 
as compared with $13,048 in the same 
period the previous year. 

Actual new business in the first quarter 
of 1961 showed a 44.7% increase over the 
first quarter of 1960. 

Mr. Pines also announced a 23.6% rise 
in insurance in force at the end of the 
first quarter, with a total of $182,068,609, 
as compared with $147,262,748 a year ago 
at the same date 


over 


last year. gain from 


Expand Ordinary Operation 

The Life Insurance Co. of Virginia has 
expanded its Ordinary agency operations 
with the establishment of agencies in 
Charleston, W. Va. and Nashville, Tenn 

Appointments of James E. Lively as 
manager of the company’s new Charles- 
ton Ordinary agency and of John H. 
Judd as manager of the Nashville agency 
have been announced by Warren M 
Pace, senior vice president in charge of 
the company’s Ordinary agency division. 

Mr. Lively, began his life insurance 


career in 1955 as field supervisor for 
The Travelers. From 1958 to 1961 he 
was associated with Atlantic Life as 


general agent in Oak Hill and Charleston. 
Mr. Judd began his life insurance 
career in 1933 with Volunteer State Life. 
Since 1953 he has been manager and 
general agent for Atlantic Life in Nash- 
ville. He is a graduate of a two-year 
LUTC training course 











modern training devices. 
sions on personal production. 


Street, New York 38. 





ASSISTANT GENERAL AGENT 
WANTED 


One of New York City's leading Agencies, representing top Life 
Company offers exceptional opportunity for an ambitious, hard- 
working and successful Life and A & H producer. 


Man must have conviction about his supervisory potential to recruit, 
train and lead men toward success. 


We are looking for a future General Agent, who wants to attain 
his goal through our organized Management Training Program. 

Full assistance given through our advantageous salary plan and 
Minimum Salary $6,000—Plus Substantial Bonuses and Full Commis- 


Write confidentially to Box 2913, The Eastern Underwriter, 93 Nassau 


Our staff knows of this advertisement. 











California Life Appoints 
S. A. Mossafer to New Post 


Sam A. Mossafer has been appointed 


director of education and training of 
California Life, according to announce- 
ment by the president, Edward J. Mullen. 
The growth of the company and the ex- 
pectation that this growth will continue 
has made necessary the establishment of 


this position. 


Dr. Mossafer is a native of Seattle. 
He was graduated from University of 
Oregon and University of California, 


from the latter institution with the degree 
of Doctor of Philosophy in psychology. 

He has had many years of experience 
in personnel work, the last year or so 
in the life insurance field. In Seattle 
he was active in numerous civic organiza- 
tions. He is a Veteran, having served 
in the Army from 1942 to 1945. 













105 for 5 or more years. 


The FIDELITY MUTUAL LIF 


174 | 

FIDELITY UNDERWRITERS 

WIN COVETED NATIONAL 
QUALITY AWARD 


“In recognition of life underwriting service of high quality, as evi- 
denced by an excellent record of maintaining in-force and extend- 
ing to the public the benefits of life insurance . . . 
For the 17 years in which N.Q.A. has been awarded, Fidelity 
Mutual Life underwriters have been consistent winners — 8 of 
them for all of the 17 years; 55 for 10 years or more; and 


In sincere appreciation for the quality service they 
are rendering, we congratulate them on receiv- 
ing this highest commendation. 
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Insurance 
Company 


ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 





Life Sales Superintendent 





CHARLES F. LUCKOCK 


Zurich American Life, affiliate of the 
Zurich-American Insurance Companies, 
Chicago, has appointed Charles F. 
Luckock «as superintendent of life sales 
in Philadelphia. Mr. Luckock comes to 
Zurich with multiple line experience at 
Insurance Co. of North America and 
life experience with The Prudential. 


Life of Va. Changes 

Life Insurance Co. of Viriginia an- 
nounces three personnel changes in its 
combination agency field. 

Joseph W. Lumpkin, Jr., field training 
supervisor, has been appointed manager 
of the company’s Fort Lauderdale, Fla. 
district office. He joined Life of Virginia 
in 1954 as a representative in its Miami 
district office. In 1955 he was promoted 
to associate manager and in 1959 he was 
appointed a field training supervisor with 
the responsibility of training the com 
pany’s representatives in Florida and 
Georgia. 

Ralph D. Murrell, manager of the Rad- 
ford, Va. district office, has been ap- 
pointed manager of the company’s dis- 
trict office in Albany, Ga. He began his 
life insurance career in 1952 as a repre 
sentative in Life of Virginia’s Norfolk, 
Va. district office. He later served as 


associate manager of the Bristol, Va.- 
Tenn. office for five years 
Alphonso Bellacome, associate man- 


ager of the district office in Miami, has 
been promoted to field training super- 
visor, succeeding Mr. Lumpkin. Mr 
3ellacome, who joined Life of Virginia 
in 1956 as a representative in its Miami 
district office, was promoted to associate 
manager in 1958 


General Agent at Hershey 

Lewis Maurer, Jr. has been appointed 
general agent for Indianapolis Life in 
Hershey, Penn. He is a native of Penn- 
sylvania, graduate of Penn State and 
also attended Wharton School of Finance 
at the University of Pennsylvania. 
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Resident Vice President 
Of Continental Assurance 


RAYMOND DESTON 


Raymond Deston, CLU, a 27-year vet- 
eran in the life insurance business, : has 
joined Continental Assurance as resident 
vice president of its Pacific Coast depart- 
ment in Los Angeles. 

For the past two years, Mr. Deston 
was vice president and ag of agen- 
cies of West Goast Life, San Francisco. 
For 25 previous years he was with John 
Hancock as agent, general agent, home 
office agency supervisor and vice pres- 
ident in charge of Pacific Coast opera- 
tions. 

A native of Fall River, Mass., 
graduate of Bowdoin College, 
and a Phi Beta Kappa. 


he is a 
cum laude 





Republic National’s Wide 
Area Telephone Service 


Republic National Life, 
stalled a wide 


Dallas, has in- 
area telephone service in 
the great Southwest. This is a new 
nation-wide system made available to 
business concerns with a large volume 
of out-going calls. 

Designed to speed up and simplify mes- 
sages from Republic National Life to all 
business areas in the country, it will 
eliminate innumerable letters, telegrams 
and other messages and help clarity in- 
formation rapidly. 

The wide area system, which originated 
from three lines installed by Southwest- 
ern Bell Telephone Co. in the Dallas 
area, will enable Republic National Life 
employes to call direct from the com- 
pany to any point in the United States 
without the assistance of a _ telephone 
company operator, 

Through the use of this new telephone 
service, Republic National Life will be 
in a position to give faster servvice to its 
many reinsurance clients throughout the 
country. 


Standard Security Elects 
Rubman and Rein Directors 


Standard Security Life of New York 
announced the election of Harold L. 
Rubman and Norman S. Rein to the 
board of directors. 

Mr. Rein, general counsel for the com- 
pany, is the senior and founding-member 
of the law firm Rein, Mound and Cotton. 
He is a member of the American and 
New York State Bar Associations, New 
York County Lawyers Association, and 
American Judie: ture Society. 

Mr. Rubman is a partner in the firm 
of Rubman and Rubman, C.P.A.’s. He at- 
tended Lehigh University and is a grad- 
uate of New York University. He is a 
member of the New York State Society 
of Certified Accountants and American 
Institute of Certified Accountants. 





Christensen Made Gen’! Agt. 


Gordon M. Christensen has been ap- 
pointed general agent for United States 
Life in Salt Lake City. Announcement 
was made by Stuart L. Russel, CLU, 
Pacific region superintendent of agencies 
for the company. 

Mr. Christensen’s appointment 
cides with United States Life’s entry 
into the state of Utah, which brings to 


42 the total number of states in which 
the company now operates. 


coin- 


Mr. Christensen goes to United States 
Life from New England Life in Salt 
Lake City, where he first entered the 
life insurance business in 1954. During 
each of the past six years, he has qual- 
ified for that company’s Leaders Asso- 
ciation, qualifying him for life member- 
ship. He is also a member of the Hall of 
Fame. 

Mr. Christensen was graduated from 
the Brigham Young University, and dur- 
ing World War II, he was a pilot in the 
Air Force, where he attained the rank 
of major. 


Giving Trading Sidi As 
Incentive For Its Agents 


The Central Standard Life of Chicago 
started this Korn 
trading stamps to its representatives as 


week giving King 


part of a new sales incentive plan. 


The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 





We Proudly Present 


THE OFFICERS 
of Acacia’s Honor Organization 










Jay S. Rupert, Jr. 
Wilmington, Delaware 
First Vice President 





Hans W. 


We salute these top-ranking Fieldmen 
for having earned the right to serve as offi- 
cers of Acacia’s Quality Club for 1961. To 
achieve their coveted positions, each of 
these men produced an outstanding volume 
of highest quality business during the past 


year. 


While volume alone 


one as an officer in Acacia’s top honor or- 
ganization, we are proud to report that 


these five Acacians sold 


than 7 million dollars of new business last 
year. Small wonder we take such pride in 
their exceptionally fine records. 


Howard W. Kacy, President 


San Diego, 
Third Vice President 


Leslie H. Warshell, C.L.U., Chicago, Illinois, President 


THE 


—s 


California 


Ralph Galione 
Newark, New Jersey 
Fourth Vice President 


Fred W. Hemmrich 


QV 
Louisville, Kentucky 
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Every Acacia Leader knows that “the 
business that stays is the business that pays” 
because under Acacia’s unique Opportu- 
nity Contract he continues to receive 
monthly income on every policy as long as 
it remains in force, not for just a few years. 


This lifetime monthly income—plus Acacia’s 
unique twice-yearly cash bonuses—are but 


does not qualify 


a total of more 


in 1960. 








two of the many reasons why every Acacia 
Fieldman strives to earn and maintain his 
membership in the Quality Club. 

We congratulate and thank all of our 
Honor Club producers for their outstanding 
contribution to Acacia’s record of progress 


Home Office: Washington, D. C. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 
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cut ouT AND SAVE... IT'S WALLET-SIZE 






EVERY DOLLAR 
COMES BACK! 


Young men can’t resist this “Capital 
Return” Plan...older men find it very 
appealing for their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life 
Insurance Protection plus a full share 
of dividend earnings 
throughout. 


And “assurance” 
is something we i 
always give you. 
We specialize in 
having specialists i 
whoare known for 
4 working through 
clo} with a case... 
successfully. 
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| As close to you as your telephone § 


' Matt Jaffe Associates, Ltd. } 


fj 437 FIFTH AVENUE,N.¥. + MU "4.5779 [ 
» General Agents | 
{ The Canada Life Assurance Jj 
{ Company, Toronto,Canada Jj 


Levy-Brenner Associates 
Appoints Ben Aronowitz 


Levy-Brenner Associates, Inc., general 
agents for Citadel Life, with offices at 
140 Nassau Street, New York, announces 
the appointment of Ben Aronowitz as 
brokerage supervisor. Mr. Aronowitz has 
an extensive background in life insurance 
and was formerly brokerage supervisor 
for Citizens Life. 


Lemble Named at Detroit 


George F. Lemble, CLU, prominent 
Ann Arbor and Michigan ifisurance man, 
has been appointed manager of the De- 
troit-company agency. of National Life 
of Vermont. 


Mr. Lemble was special agent at Ann 
Arbor for Provident Mutual Life from 
1947 until he joined National Life. He 
earned a B.B.A. degree at University of 
Michigan in 1955. 


Pan-American Life Award 


Richard A. Mackenroth, Jr., president 
of the New Orleans Association of 
Health Underwriters has announced the 


recipient of this year’s National Service 
Award: Pan-American Life. The com- 
pany eneneres the award at a recent re- 
ception to be held at the Royal Orleans 
Hotel in New Orleans. 


R. P. BLEVENS NAMED 
R. Patrick Blevens has haw appointed 


assistant branch manager of Occidental 
Life of California’s seth a office in 
Pasadena, “Gal f., it was announced by 


Earl Clark, CLU, vice 
charge of agencies. Mr 
son of Buryl Blevens, a principal in th« 
company’s Dickson-Blevens general 
agency in Los Angeles 


president in 
Blevens is thx 


Norfolk General Agent 


Georgia International Life, Atlanta, has 
appointed Edwin R. Morrison, an agent 
for the company in his native Norfolk, 
Va., to be its general agent there. 








T26. ram on Board of 
Ins. Co. of North America 


sane S. Gates has been elected to 
the board of directors, Insurance Co. of 
North America and Life Insurance Co. of 
f North America, according to an an- 
nouncement by John A. Diemand, chair- 
man. Mr. Gates will serve as a director 
until the annual stockholder’s meeting in 
March, 1962. 

Presently a director and chairman of 
the executive committee of the Morgan 
Guaranty Trust Co. of N. Y., Mr. Gates 
was Secretary of Defense during the final 
year of the Eisenhower administration 
and prior to that, Under Secretary of 
the Navy, Secretary of the Navy and 
Deputy Secretary of Defense. Mr. Gates 


was formerly a partner of Drexel & Co. 


April Purchases Up 


April purchases of life insurance 
amounted to $6,135,000,000, a gain of 5% 
from the corresponding month of last 


year, according to the Life Insurance 
Agency Management Association of 
Hartford, 


Purchases of Ordinary insurance in 
April were $4,412,000,000 compared with 
$4,386,000,000 a year ago. Industrial life 
insurance bought in April amounted to 
$581,000,000, compared with $597,000,000 
a year ago. New Group life insurance 
totaled $1,142,000,000 in April, compared 
with $864,000,000 a year ago. This was a 
32% increase. These figures represent 
new Groups set up and additional protec- 
tion under amended Group contracts al- 
ready in force. 

For the first four months of the year, 
life insurance purchases totaled $25,415,- 
000,000, up from a year ago by $3,015,000,- 
000 or 13%. The four month Ordinary 
insurance total was $16,549,000,000, com- 
pared with $16,511,000,000; Industrial in- 
surance tots aled =$2,215,000,000, compared 

h $2,231, 000.000 the previous year; and 
group insurance totaled $6,651,000,000, 
aaa with $3.658,000,000 





you in many ways. 


knowledge and experience. 


Mass. 








Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 


Why not call him now, while you are thinking about it? 


Indemnity 
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Springfield, N. J. 
Plush Office 
Prestige Location 
NEW OFFICE BUILDING, DIVIDED TO SUIT 
Air Conditioned 
On-Site Parking 


1350 sq. ft. remaining 
DRexel 6-6160 (N. J.) 
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Pacific Mutual Seminar 

Nearly 80 Pacific Mutual Life Group 
representatives and home office execu- 
tives met recently in Ojai, Cal., for the 
company’s 12th annual Group seminar. 
The representatives discussed product 
innovations and sales and service tech- 
niques. 

Production awards went to five field 
offices for their sales achievements in 
1960. Accepting honors for their staffs 
were these managers: 

R. Dean Cleveland, who handles the 
company’s Cleveland operations; Robert 
C. Thomas, Houston; Eugene M. Lyons, 
Los Angeles; James B. Dame, Phoenix; 
and Earl G. Unze, San Francisco. 


Minneapolis Group eaemagee 

Mutual Benefit Life, Newark, N. J. 
has opened a new regional Group an 
in Minneapolis and appointed Raymond 
C. Updegraff as manager. He formerly 


was Group sales representative for Na- 
tionwide Insurance Cos. in New Jersey. 
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BOSTON, 


UBERAL FIRST YEAR AND VESTED RENEWAL COMMISSIONS ARE GUARANTEED BY CONTRACT WITH THE COMPANY. 


INSURANCE 
COMPANY 


MASSACHUSETTS 








Reeves on MONY Symbol 


(Continued from Page 3) 


and trust—the kind of companies that 
people like to do business with. Nobody 
understands the importance of such pub- 
re recognition better than a salesman 
does. 


Planned Public Relations 


“Mutual Of New York has increased its 
public recognition steadily each year, 
through planned public relations, for the 
last 20 years. Public opinion surveys 
show that today MONY is one of the 
half-dozen best-known life companies. 

“Our public relations program is di- 
vided into three parts. The first part is 
to find out what our customers and pros- 
pects like and dislike about us. The sec- 
ond part of the program is to adjust our 
methods, wherever feasible, to meet the 
public’s preferences. And the third part 
is to tell the story of operation in the 
public interest, in every way we can, 
back to the public, the policyholders and 
other groups whose good will is import- 
ant to our business. 

“To keep abreast of public attitudes, 
we make frequent opinion surveys among 
various groups. All complaints received 
from policyholders or others are tabu- 
lated and analyzed every month, so that 
trouble spots can be corrected by 
changes in procedures. Good public re- 
lations require that every effort be 
made to eliminate causes of complaints, 
in preference to explanations and apol- 
ogies for poor service.’ 


MONY’s New Activities 


Mr. Reeves went on to tell of some of 
MONY’s new activities. A few years 
ago the company started to issue 
“MONY News” to keep the whole com- 
pany family abreast of developments, 
giving them one place to look for in- 
formation instead of several specialized 
publications. The booklet “The Unique 
Investment Features of Life Insurance” 
was developed to combat the idea that 
people should “Buy Term and invest the 
difference.” The latest booklet is “The 
MONY Management Story,” which has 
been important in building a “corporate 
image” of the company. A new booklet 
has just been completed which explains 
to the policyholder in simple terms the 
advantages of his life insurance to him- 
self and his family to deter him from 
lapsing or surrendering in the future. 


Lamar Names Parkhouse 


Regional Agencies Director 

Lamar Life has announced the appoint- 
ment of Charles G. Parkhouse as re- 
gional director of agencies for Florida. 
An experienced life insurance executive, 
Mr. Parkhouse has served as agent, as- 
sistant manager, manager, and agency 
vice president in both the United States 
and Canada. He has served as president 
of the Nashville General Agents and 
Managers Association and is a charter 
member of Central Florida Association 
of Life Underwriters and a graduate of 
the LIAMA School in Agency Manage- 
ment. 
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New Ordinary Series of 
Continental Assurance 


ANNOUNCED BY H. C. REEDER 





“Schedule Type” Policy Format Shows 
Pertinent Data Clearly; Also Features 
Simplified Language 


A new series of Ordinary life insur- 
ance policies, both participating and non- 
participating, has been introduced by 
Continental Assurance. Howard C. 
Reeder president, in releasing copies of 
the newly designed, simplified forms 
said: “We are rather proud of what 
we've been able to accomplish in the way 
of providing vital information on the 
face of the policy, eliminating excess and 
legalistic language, reducing the text to 
a minimum and, by judicious use of color, 
white space and large type, developing 
a form that is considerably less forbid- 
ding to the uninitiated policy owner.” 

The new policies are based upon the 
Commissioners 1958 Standard Ordinary 
Mortality Table. Mr. Reeder said that 
the company has been working on the 
new forms for more than a year, having 
in mind their introduction as part of the 
company’s 50th anniversary, being ob- 
served this year. 

Mr. Reeder described the policy format 

s “a schedule type” in which all benefits 
and the premium for each benefit are 
clearly shown as well as other pertinent 
data. “Thus,” Mr. Reeder said, “all of 
the essential information needed by the 
owner as well as the company can be 
obtained from a quick inspection of the 
face. Heretofore, these points of in- 
formation had to be searched out from 
various parts of the body of the policy.” 


Language Simplified 


As an example of the simplification of 
language, Mr. Reeder pointed to a sec- 
tion containing the sentence: “This policy 
is issued in consideration of the applica- 
tion and the payment of the premium.” 
Policies being replaced, he pointed out, 
contained the following: “This policy is 
issued in consideration of the application 
therefor and of the payment of the first 
premium of $........ , receipt of which 
is hereby acknowledged and of the pay- 
ment of a premium of like amount at the 
ee ee policy month 
after the effective date until the death of 
the insured.” 


The policies were made “mechanically 
compatible with the company’s program 
for complete automation of its proce- 
dures,” Mr. Reeder added. 

“A new approach to settlement options 
distinguishes our new series of policies,” 
Mr. Reeder said. “Built-in guarantees 
naturally are an essential characteristic 
of life insurance, but we must recognize 
that payment guarantees frequently 
reach far, far into the future. Yet times 
do change and with it the investment 
climate. 


“Our policies, for example, properly 


New IASA Officers 


At a recent annual conference in Los 
Angeles, the Insurance Accounting and 
Statistical Association elected William 
R. Morgan, Equitable Society, as presi- 
dent for the year 1961-62. Also elected 
were Logan H. Campbell, Gulf Life, vice 
president-program; S. Gilbert Tattersall, 
Liberty Mutual, vice president-confer- 
ence; Jack N. Schreihofer, Transport 
Indemnity, vice president-finance; Joseph 
R. Slights, Phoenix Mutual, director— 
life. A. & H. and Group; Bryson Clarke, 
Kansas City Fire and Marine, director— 
fire and casualty; Kellum Johnson, Gulf 
Insurance Co., director—local chapters; 
Gerald D. Viste, Employers Mutual Li- 
ability, director—research; Herman E. 
Otto, Southland Life, director—public re- 
lations; Frank W. Duboc, Western Cas- 
ualty and Surety director—publications ; 
Charles L. Jones, Excelsior Life, director 
—exhibits. 

The association was organized in 1928 
by representatives of eight life insurance 
companies. Membership has steadily in- 
creased to a present membership of 803 
life, fire, casualty and accident and health 
companies in the United States, Canada, 
Europe, South America, Central America, 
Mexico, Hawaii, Australia, England and 
Sweden. 


Secretary Public Relations 

The Life Underwriters Association of 
Canada announces the appointment of 
John P. Forbes as secretary, public re- 
lations. In his new position he will as- 
sume responsibility for all public rela- 
tions activities of the 10,300-member as- 
sociation. Mr. Forbes will continue as 
editor and advertising manager of the 
association’s official journal, the Life Un- 
derwriters News. 





Ky. Central Promotions 


Four agents of Kentucky Central Life 
and Accident have been promoted to 
staff managers, it was announced by 
} hea L. Newton, executive vice presi- 
dent 

Promoted are W. F. Hagerty and 
Vance Kuebler, i of the South Phil- 
adelphia district; L. E. Wells, Cleveland 
district; and H. i. ‘Wittman, North Phil- 
adelphia district. 





provide a guaranteed floor for our retire- 
ment income option,” Mr. Reeder said. 
“Yet in years far ahead the consideration 
of floating ceiling might be much more 
important. Our aim is to keep our in- 
come option competitive to limit the 
chance that single premium annuity rates 
might become more favorable than settle- 
ment options in our policies. Our ap- 
proach will be to give the payee the 
benefit of the then current single pre- 
mium rates, less the already prepaid 
acquisition expense, if by so doing income 
payment can be increased.” 











Policies have . 








Guide to More Commissions 


Your Dollar-Maker Pension Program 


We will . . . design the plan and proposals to suit client 

. . appealing cash values at retirement age 

Policies are . . . guaranteed convertible to annuities at no 
charge for first $10 of income 


Policy Includes... Guaranteed Issue 5 lives or more 
. .. $25,000 Guaranteed Issue 
...Use of Split-Funds, based on our 
Whole Life Policies 


For Service 


Contact Your General Agent or 


STANDARD SECURITY LIFE INSURANCE CO. OF NEW YORK 


111 Fifth Avenue, New York 3, N. Y.— Tel. AL 4-0510 








U. S. Life Seminars Series 
For New General Agents 


Last week United States Life con- 
ducted the third in its series of seminars 
for newly appointed general agents. A 
total of 39 new general agencies from 
19 states and the District of Columbia 
have been represented at the sessions. 
Since January 1 members of this group 
have produced more than $11.5 million 
of Ordinary business, although many 
have been appointed very recently. They 
have also produced 146 Group life cases 
for a $10 million volume and $600,000 of 
Group A. & H. 

Objective of the seminar is twofold: 
to acquaint the new general agent with 
the company, its practices and staff; and 
to motivate and stimulate new members 
of the field force. 

“The content of the course,” according 
to James T. Ritchie, Jr.. CLU, company 
director of training, “furnishes a 
thorough indoctrination in all phases of 
agency management. 

“The three and one half day course 
consists of 13 subjects, each presented 
by a member of the home office staff. 
The entire curriculum is incorporated 
into a permanent general agency manual 
which is retained by the general agent 
for future use in operating his agency.” 

Mr. Ritchie concluded by saying, “Cer- 
tainly the volume and quality of business 
already written by recently appointed 
general agents who have attended the 
school have proven conclusively that ini- 
tiation of the school has been one of the 
most important steps in our efforts to 
recruit and develop an aggressive, pro- 
fessional United States Life field force.” 


Motor Club Convention 


The first annual convention of the 
Motor Club of America Life Circle Club, 
held at the Pocono Manor Inn, Pocono 
Manor, Pa., coincided with the 35th an- 
niversary of the Motor Club of America 
Group. David Green, president of the 
company, reviewed the history of the 
MCA family companies and the develop- 
ment of an across-the-board insurance 
package. 

Leo Sher, vice president, and L. 
Thomas Seely, Jr., assistant vice presi- 
dent, conducted two business meeting 
sessions. Ralph Engelsman, sales con- 
sultant, spoke at both business sessions. 

The Motor Club of America Life Ins. 
Co. entered the Ordinary life insurance 
field in February, 1960. In its first year 
of operation, the company had a total of 
over $5 million in force, written exclu- 
sively by a fire and casualty sales force 
in New Jersey. Plans were announced to 
develop a full time life sales force during 
the coming year. 

Motor Club of America Life is one of 
three insurance companies in the Motor 
Club of America Group. In addition to 
the insurance companies, the Group also 
includes the parent Motor Club, a finance 
company, and two smaller subsidiaries. 


DAYTON CLU OFFICERS 


Max H. Schneider, New York Life was 
recently elected president of the Dayton, 
Ohio, CLU Chapter, Harland S. Schuler 
was elected vice president. 





H. O. A&H UNDERWRITER 
$8,500 

Should have 5 years background 

in rate making and contract de- 


sign. One of mid-Atlantic area's 
best companies. 


Refer to Job +E-461 


H. O. LIFE UNDERWRITER 


Young man needed by giant 
eastern company with old and fine 
reputation. Opportunity here for 
rapid advancement. 


Refer to Job +E-462 





LIFE REGIONAL SUPT. 
$15,000 


Man with sales experience need- 
ed by large Eastern company to 
assume duties of recruiting and 
supervision of General Agents. 
Travel. 


Refer to Job +E-463 





LIFE AGENCY DIRECTOR 
$20,000 


Fine New England company pre- 
fers top caliber man with good 
Combination experience to head 
Ordinary Sales Department. 


Refer to Job +E-464 





330 S. Wells St. 





Please send for our Brochure, How We Operate. No obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 


Exam 4B. 





GROUP ACTUARY 
$16,000 


Must be Fellow of Society and 
able to step into top role in man- 
agement with full responsibility for 
several people in dept. 


Refer to Job +E-466 
JR. LIFE ACTUARY 
$9,000 


Excellent chance for young man 
to progress in this large Eastern 
company. Should have passed 


Refer to Job +£E-465 
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Agencies Supt. Paul Revere 





CHARLES R 


STRADER 


Charles R. Strader has been appointed 
a superintendent of agencies for the Paul 
Revere Life. Currently working out of 
the Worcester, Mass., company’s home 
office, Mr. Strader has not yet been as- 
signed a specific territorial responsibility. 


Prior to joining the Paul Revere Mr. 
Strader was manager of the Travelers’ 
office in New York City. He has also 
ser rved ~%* Travelers as manager in 

arlotte c: N. C., and Charleston, W. Va., 


aid as field supervisor and assistant man- 
ager in Pittsburgh 


Mr. Strader is currently a director of 
the New York City Association of Ac- 
cident and Health Underwriters. He is 


also active in the National Ass ciation of 
Life Underwriters, and the General 
Agents and Managers Association. 

Mr. Strader will also represent the 
Massachusetts sheen Association, 
Inc., parent company of the Paul Revere. 


Clerical Skills Mannal 
Is Published by LOMA 


4 report outlining the principles of 
clerical training has heen published by 
the Life Office Management Association 
“Clerical Skills Manual,” Report Num- 
ber 13 of the Personnel Administration 
Committee, also lists the sources of help 


available when a company is considering 
training clerical personnel 

The 37-page report is offered not as an 
attempt to provide a whole training 
program, but rather to offer some guide- 
company that might 
have a problem in training and seeking 
ways to solve that problem. Six areas 
of cleri cal ski Ils are coveres d: file training, 
ty] pi st raining mac hine transc ription 
aie: stenc graphic training, calculat- 
ing-machine operator training and tele- 
phone training. A bibliography of refer- 
ence sources follows each section. 

Clerical operations are basic to office 
procedures, the report points out. The 
efficiency of the whole office depends on 
the effectiveness and competence of the 
clerical staff. Yet, because of the rela- 
tively high turnover that takes place in 
clerical jobs, the supervisor is continually 


posts to aid each 


faced with the problems of developing 
the abilities of new employes from begin- 
ning to more proficient levels of skill 


while keeping up with production require- 
ments. The report shows the supervisor 
the ways in which these skills may be 
developed 

Copies of “Clerical Skills Manual” have 
been Eeertnees i to LOMA member com- 
panies. Additional copies of the report 
are available at the association office at 
the cost of $1.50 to members and $3 to 
nonmembers, plus a postage and handling 
charge of 25 cents. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











ELECT C. R. CLEMENTS, JR. 





National Life & Accident Officer Made 
Chairman of LIAMA Agency 
Officers Round Table 


C. R. Clements, Jr., vice president, 
field management, National Life & Acci- 
dent, is the new chairman of the Agency 
Officers Round Table of the Life Insur- 
ance Agency Association. 
Mir. Clements 
Hot Springs, Va. at a meeting of the 
chief agency from the associa- 
tion’s larger member companies. He suc- 
Dunbar, vice president in 
for Mutual 


Management 


was elected recently in 


officers 


ceeds George 


charge of agencies Life of 


Canada. 


Three agency officers were elected to 
the AORT committee for three-year 
terms. They are Lewis C. Sprague, vice 


president and manager of agencies, Prov- 
ident Mutual; A. W. Tompkins, execu- 
tive vice pre sident, State Farm Life; and 
Edgar Morton, vice president, agencies. 
North American of Canada, who served 
on the committee for one year and was 
reelected for a full term. 

Retiring from the committee are J. L 
Beesley, senior vice president, Equitable 
Society and R. Radcliffe Massey, vice 
president, John Hancock. 











ATTRACTIVE OFFICE SPACE 


Air-conditioned, mid-town offices available to brokers who wish to increase their 
income by placing Life, Non-Can A & H, Major Medical, Group, Pensions, through 
General Agency of top company. Training and sales assistance at your disposal. 

For details write Box 2909, The Eastern Underwriter, 93 Nassau Street, New York 38. 











The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 


Self Help Life Officers 


Self Help Mutual Life Assurance 
Society, Chicago, has elected Lambert 
Bere chairman of the board, Richard B. 
Schuurman president, Richard Evenhouse 
vice president and Harry Elders secre- 
tary-treasurer. 

Mr. Bere is president of the “Back to 
God Hour” radio program, president of 
State Bank of Clearing and past presi- 
dent of Clearing Industrial Assn. Mr. 
Schuurman is on the board of governors 
of the Chicago Youth Service Bureau, 
the Cooperative League and president of 
National Union of Christian School 
Pension Board. 





SALES POWERED BY PLANNED BUSINESS 





oday’s market for State Mutual’s sound group pen- 
sion plans is a large one. One important reason for 


this is their flexibility. 


Flexible group pension planning is just one part of 
State Mutual’s unique Planned Business service. This 
is the modern “‘full product’’ approach to the sale of 
insurance to businesses — one designed to bring a 
favorable response in even the most complex cases. 


State Mutual’s group representatives — in 24 offices 
across the country — are specialists in their field. For 
expert assistance on group pension planning — or on 
Planned Business — see the State Mutual group repre- 
sentative in your area. Or write us here in Worcester, 


Massachusetts. 


State Mutual’s new booklet, shown here, gives briefly 
the reasons for and advantages of a Group Pension 
Plan. For a copy, contact your nearest State Mutual 


Agency or Group Office. 


OA 


STATE MUTUAL 
OF AMERICA 


State Mutual. Life Assurance Company of America, Worcester, Massachusetts 


NEW POST FOR W. F. BLAKE, JR. 





Mutual Benefit Life Names Him Agency 
Supervisor in Hollis Woods Agency, 
Hartford; His Background 


The appointment of William F. Blake, 
Jir., CLU, as an agency supervisor has 
been announced by Hollis L. Woods, 


general agent of Mutual Benefit Life for 
the state of Connecticut. For the past 
two years Mr. Blake has been assistant 





Burian-Moss 


WILLIAM F. BLAKE, JR., CLU 


director of training in Mutual Benefit’s 
home office and prior to that was an 
agent with Paul L. Guibord and Asso- 
ciates, the company’s general agent for 
New Jersey. 

After attending 
Mir. Blake entered the life insurance 
business in 1954 with Paul L. Guibord 
and Associates. In the next five years he 
qualified for membership in the com- 
pany’s President’s Club and_ received 
the National Quality Award for persist- 
ency and quality of his business, and the 
CLU designation. He was also selected 
for the Distinguished Salesman Award 
by the Northern New Jersey Sales Ex- 
ecutive Club in 1957. 

In the Hollis L. Woods agency Mr. 
Blake will be responsible for training and 
supervision of new salesmen. He and 
Mrs. Blake will make their home in 
West Hartford. 


Cornell University, 


For U. S. Life in Denver 


United States Life has appointed the 
D. C. Milliman Agency as general agent 
in Denver, it was announced by Clinton 
C, Laux, midwest region superintendent 
of agencies. 


Donald Milliman, agency principal, 
entered the life insurance business six 
years ago as assistant supervisor for 


Aetna Life. For the past two years, he 
has been brokerage manager with Man- 


hattan Life. For five years prior to 
entering life insurance, Mr. Milliman 
was a teacher in the Denver Public 
Schools. 

A graduate of the University of 


Denver, he has also attended company 
insurance schools in agency management 
and Group sales. Mr. Milliman is a 
member of NALU and active in the 
Denver Chapter. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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On Boards of Massachusetts Companies y 3 
“There's a better future than 


ever wtth Kentucky Central... 


Founded 1902 — Kentucky's Oldest Life Insurance Company — Now Operating in 13 Southeastern and Ohio Valley States 


KENTUCKY CENTRAL LIFE and ACCIDENT INSURANCE COMPANY 


Garvice D. Kincaid, President Anchorage, Louisville, Kentucky 





NALU GROUP STUDY The Editorial Page of this paper, 

=a usually found opposite the Big Bill Page, 

Actuarial Firm Engaged to Undertake has been permanently moved to the last 
“Professional Study” of So-Called text page facing the inside back cover. 
Association Group Insurance 


The actuarial firm of Bowles, Andrews 








. are rDitD ~ tr ; j with no preconceived idea by NALU or 
B. K. BICKNELL T. H. KIRKPATRICK and Towne, has been engaged by the the actwasial fii as ‘to the: results that 
National Association of Life Underwrit- will be obtained. It is hoped that some 

B. K. Bicknell, vice president and later was named vice president and actu- 


ers to undertake a “professional study” progress on the project will be made dur- 
ing the summer months. 

Bowles, Andrews and Towne’ was 
founded in 1948 and has become well- 


superintendent, the claim department, ary of the affiliated companies. A grad- ARN AB i A LA MRE AER 
and Thomas H. Kirkpatrick, vice pres- uate of the University of Western On- 0! SO-Called’ “Association Naroup isi 
ident and actuary, have been elected  tario, Mr. Kirkpatrick is a Fellow of ance, including the areas of franchise 
members of the boards of Paul Revere the Society of Actuaries; a member of and wholesale insurance. known throughout the country for the 
Life and Massachusetts Protective Asso- yw Boston Actuaries Chib, the cig? 0h Announcement was made by Spencer act arial and management services it 
ciation. ctuaries Club and the American Math- = ome i 

Mr. Bicknell joined the companies in ematical Society. ‘ L. McCarty, CLU, Albany, chairman ‘4S provided to the insurance industry. 


. a ; TALU ; : : Preliminary plans for the association 
1928 as a member of the home office of the NALU committee on Group in- Group study were completed at a recent 


claim staff and had served for 10 years surance, who said that the Group com- meeting in the NALU heardquarters 
as superintendent of claims when he was OCCIDENTAL GENERAL AGENT mittce was authorized by the NALU’s building in Washington, D. C. Others 
named to his present post in 1950. Appointment of Gordon G. Kalweit as inl of iviininge at the eee eae pee present, in addition to Mr. McCarty, 

Mr. Kirkpatrick became associated general agent in Boulder, Colo., for Oc- ae Care ae palnmnepe ee agent for Provident Mutual 
with the companies in 1948 as superin-_ cidental Life of C alifornia has been an- meeting held in Ft. Lauderdale: to study and manz aging director of the New York 
tendent and actuary of Paul Revere’s nounced by Earl Clark, CLU, vice pres- the fundamental aspects of “member- State Association of Life Underwriters, 


Group department. Previously he had ident in charge of agencies. Mr. Kalweit pay-all” Groups, but not including Groups were NALU Trustee John Z. Schneider, 
been associated with the London Life. joined Occidental in 1957 as an agent in 0 multiple employers banded together Connecticut General, Baltimore; Frank- 
He was named vice president and super- the company’s Denver branch office and 1 industry associations. lin M. Nice, Provident Mutual, Reading, 
intendent of Paul Revere Group insur- has served since 1958 as assistant man- Mr. McCarty emphasizes that the as- Pa.; and NALU General Counsel Carlyle 
ance operations in 1950 and two years’ ager of that branch. sociation Group study will be conducted M. Dunaway. 
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New York Life Promotions 


(Continued from Page 1) 


in fleeing from the Bolsheviks to Fin 
land and other allied or neutral nations, 
had so much confidence in American life 
insurance that they often arrived with 
no personal posessions except their 
American policies which they were con- 
vinced would eventually be paid in sound 
currency. Their confidence was justified. 

New York Life had buildings of its 
own in Moscow, Paris and some other 
world capitals. Mr. Meares’ work in con- 
nection with the foreign business which 
began shortly after he joined the com- 
pany, proved to be an exceedingly valu- 
able experience because it gave him an 
over-all knowledge of the whole life in- 
surance field as he was exposed to so 
many sections of the business and also 
formed a broad acquaintance with insur- 
ance men. 

For many years Mr. Meares was head 
of the mathematical division of the ac- 
tuarial department. In 1940 he became the 
department’s administrative assistant in 
matters relating to personnel. In March, 
1946, he was appointed assistant secre- 
tary of the company, being advanced to 
secretary January 1, 1947. He was elected 
vice president in charge of personnel in 
1954. 

Mr. Meares is a director of New York 
Board of Trade. He is on educational 
policy committee of Insurance Society of 
New York; has been active in Life Of- 
fice Management Association with which 
organization he was formerly a member 
of the personnel and educational commit- 
tees. Currently, he is chairman of the 
1961 annual conference of LOMA. Its 
next annual meeting will be in Washing- 
ton. He also belongs to the Union League 
Club. 

Director of Noted Eye, Ear and Throat 
Hospital 

Mr. Meares is a director of the Man- 
hattan Eye, Ear and Throat Hospital 
and the National Multiple Sclerosis So- 
ciety. The Manhattan Eye, Ear and 


Throat Hospital is one of the finest in- 
stitutions of its kind in America. People 
over the country come here for 
especially for eye 


from all 


treatment, and ear 





Fabian Bachrach 
CHARLES W. V. MEARES 





Vincent James, N. Y. 
LOWELL M. DORN 





RICHARD W. BAKER, Jr. 


Retirement of James T. Phillips 


New York Life’s Senior 


Vice 


and Chief 


President 


Actuary One of Most Influential Personalities 
In Insurance 


By CLarENCE AXMAN 


James T. Phillips is retiring from his 
post of senior vice president and chief 
actuary of New York Life. As officer 
in charge of insurance operations (with 
exception of Group), he had responsibility 
for actuarial, underwriting, issue and 
change of policies and policy settlements. 
He has been one of the most notable and 
influential figures in the actuarial end of 
the life insurance industry. 


1958 CSO Table 


Among the most prominent roles played 
by him has been his work in connection 
with studies and conferences about mor- 
tality and morbidity which finally devel- 
oped—in association with National Asso- 
ciation of Insurance Commissioners—in a 
new mortality table—the 1958 CSO— 
Commissioners Standard Ordinary Table. 
All but two states have approved it. The 
conferences with the Commissioners ex- 
tended over a period of about five years. 
In the development of the table there 
were three industry committees. Mr. 
Phillips was the only person who was 
a member of all three and was chairman 
of the one which finally developed the 
1958 table. The first of the three com- 
mittees was under the chairmanship of 
Albert N. Guertin, actuary of American 
Life Convention. 


Rhine Dividend Cases 


Another activity which engaged con- 
siderable time of Mr. Phillips was the 
famed Rhine dividend case where posi- 
tion of New York Life, as pilot com- 
pany in the action brought against New 
York Life, set the pattern for the in- 
dustry. In this litigation Mr. Phillips 
worked in close association with the 
late William Marshall Bullitt who was 
special counsel for New York Life and 
later for other companies’ with cases in 
similar litigation. Bullitt was a former 
Solicitor General of the United States. 

The plaintiff—Artrudo Rhine, alleged 
that the New York Life was not allocat- 
ing dividends on an equitable basis. The 
New York Life had issued disability 
benefits in connection with life insurance 
policies, establishing two large dividend 
classes, one containing policies with dis- 


perations. Incidentally, the hospital is 
only a few blocks from Manhattan House 
where Mr. Meares has an apartment and 
which is a housing development of the 
New York Life. 

Manhattan Eye, Ear and Throat Hos- 
pital, established in 1869, is a voluntary, 


non-profit institution, one of the few in 
this country which specializes in the eye 
The hospital provides a variety 
specialized 


and ear. 


of highly services such as 


Fabian Bachrach 


JOHN F. GLEASON 





JAMES T. PHILLIPS 
ability coverage. The disability losses 
were charged against disability policy- 


holders so that this class of policyholders 
received dividends at a reduced rate. In 
the litigation the plaintiff charged that 
the classification was improper, especial- 
ly since, he alleged, he was led to believe 
that there would be no greater premium 
charged for the disability coverage than 
the disability stated. 

The decision of the court was that the 
disability policies did naturally belong to 
a “class” different from the “class” to 
which non-disability policies belonged, 
and consequently the company did have 
the right to pay larger dividends on 
non-disability policies than it paid other- 
wise on similar policies containing dis- 
ability benefits. 

Four other companies which were later 
sued along the same lines were Metro- 
politan, Oregon Mutual, Penn Mutual 
and Home Life. In all of those cases 
the courts applied the same principle 
as the intial court did in the Rhine case. 


University of Toronto Graduate 


Born in Perth, Scotland, the family 
moved to Canada when Mr. Phillips was 
a small boy. In 1921 he was graduated 

(Continued on Page 11) 


plastic surgery, surgery of hearing, can- 
cer surgery of the head and neck. There 
are special clinics for the treatment of 
patients with allergies, glaucoma or 
speech problems. The hospital’s clinics, 
in providing approximately 90,000 visits 
a year, incur substantial deficits and are 
dependent on the public for support of 
this program. Also, the hospital has a 
program for training resident doctors and 
the two specializations of the hospital 


Fabian Bachrach 


EDWARD M. McPHERSON 


are an important part of its work—as is 
research which goes on continuously. 
Multiple Sclerosis 

The Multiple Sclerosis Society is a na- 
tion-iwde organization with chapters all 
through the country and sponsors medical 
research, the cause and cure of multiple 
sclerosis, a disease with which 250,000 
Americans are afflicted. Most of those 
having it were stricken between ages 20 
and 40. This is a definition of multiple 
sclerosis: 

“A disease marked by sclerosis occur- 
ring in sporadic patches throughout the 
brain or spinal cord, or both. It is re- 
garded as probably of infective origin. 
Among its symptoms are weakness, inco- 
ordination, strong jerking movements 
of the legs, and especially of the arms, 
amenomonia or other abnormal mental 
exaltation, scanning speech, nystagmus, 
etc. It is not curable.” 

Mrs. Meares, who was born in England, 
was Ivy Hutton. Their daughter, Jen- 
nifer, a graduate of University of New 
Hampshire, is a therapeutist who is 
teaching young children in the New York 
City school system. 


Lowell M. Dorn 


Lowell M. Dorn, new chief actuary, 
will supervise the actuarial department's 
many duties in research, development of 
improved programs, electronics and other 
operations under Vice President Meares. 
He has been a vice president and actuary 
since 1959, 

Born in Des Moines he was son of 
C. R. Dorn who was an attorney in Des 
Moines. Lowell Dorn was graduated from 
Drake University in 1928 with a B.A. de- 
gree and won the Phi Beta Kappa key. 
Next, he spent two years at University 
of Toronto under the famed Professor 
Mike Mackenzie who had so many men 
in his alumni who became prominent in 
the life insurance field. Early in May 
this year Mr. Dorn received from Drake 
its distinguished service award. 

Mr. Dorn has spent his entire business 
career with New York Life, joining the 
company in 1930 after receiving his 
Master’s degree from University of 
Toronto. He was named actuarial super- 
visor in 1935 and assistant actuary in 


1939. After being an associate actuary he 
(Continued on Page 14) 
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James T. Phillips 


(Continued from Page 10) 


from University of Toronto where he 
majored in mathematics and physics. At 
that university he was a student of Pro- 
fessor Mike Mackenzie whose alumni in- 
cluded many who became head of ac- 
tuarial departments of life companies in 
the United States. Some Mackenzie stu- 
dents also became presidents of compan- 
ies. They included Henry R. Roberts, re- 
cently elevated to that post by Connecti- 
cut General; John S. Thompson, Mutual 
Benefit Life; William J. Cameron, Home 
Life, and Max Bell, Continental Ameri- 
can Life. 

In World War I Mr. Phillips became 
a lieutenant of Field Artillery, Canadian 
Expeditionary Forces. In his four years 
of active service at the front he was in 
many major engagements. 

Joins New York Life 

It was at the suggestion of Professor 
Mackenzie that Mr. Phillips came to 
America where in the year of his college 
graduation the joined the actuarial de- 
partment of New York Life and became 
assistant actuary in 1929. He was ad- 
vanced to actuary in 1937, deputy chief 
actuary in 1948 and was elected vice 
president and chief actuary in 1954. Two 
years later he became senior vice presi- 
dent and chief actuary. After being vice 
president in charge of home office under- 
writing he was appointed chief officer in 
charge of insurance operations. 

Some of His Activities 

Mr. Phillips was a member of the or- 
ganization committee of the United 
States and Canada for the 1957 Congress 
held in New York in October, 1957, the 
first meeting of that Congress in the 
United States since 1903. He was chair- 
man of the program committee of the 
1957 Congress and is a member of the 
Council of the United States Section of 
the permanent committee for the Inter- 
national Congress of Actuaries. He was 
on the administrative committee 1957-58 
of Health Insurance Association of 
America and on its board of directors in 
1960. Another post he has held was on 
executive committee of Medical Informa- 
tion Bureau. 

He is president and a director of the 
Associates of the University of Toronto. 
Another interesting activity was being 
representative of life insurance industry 
in the “Project East River.” Under the 
auspices of Associate Universities, Inc., 
the project studied the atomic threat to 
this country. He was also chairman of 
the Life Insurance Association of Amer- 
ica committee on civil defense in 1955. 
He is author of numerous addresses or 
papers delivered before actuarial societies 
of Home Office Life Underwriters Asso- 
ciation. He is a governor of Society of 
Actuaries. 

Among clubs or associations outside of 
the insurance business of which Mr. Phil- 
lips is a member are St. Andrews So- 
ciety, Canadian Society of New York 
and Baltusrol Golf Club. 

Mrs. Phillips was Margery Gardiner of 
Hamilton, Ont. Their son, James Thomp- 
son Phillips is with Morgan Guaranty 
Trust Co. and their daughter. Janice 
Eleanor Pell, is wife of John Pell, an 
officer of the Chase Manhattan Bank. 


D. L. CAROL TO WEST COAST 

Donald L. Carol has been named man- 
ager of Pacific Mutual Life’s Philadelphia 
claims operation. Announcement came 
from D. K. Swinnerton, assistant vice 
president, at the company’s home office 
in Los Angeles. 

Mr. Carol, who joined Pacific Mutual 
in 1957, moves from Newark, where he 
had been a claims representative. 


NAME COOK AT OAKLAND 

Western Travelers Life, Los Angeles, 
has announced the appointment of Wal- 
ter Cook as general agent in Oakland, 
Cal. Going into business for himself in 
1953, Mr. Cook developed a sales organ- 
ization for a food supplement which was 
nationally distributed. Since 1955, he has 
been active in the investment securities 
and insurance field. 














Commonwealth Promotions 


Commonwealth Life of Louisville has 
made James J. Dean, Jr., former con- 
troller, vice president and Burt L. Mon- 
roe, former assistant secretary, and John 
English, former associate actuary, second 
vice presidents. Carroll T. Eddie, who 
was assistant manager mortgage loan 
department, was named assistant vice 
president. 


BROOKLYN AGENCY 





peruse ity in an agency. 
Southland Expands On Coast 

Southland Life of Dallas has opened 
a second Ordinary agency in Los Angeles 
and named Ed Starr manager. He had 
previously served as specal field assistant. 
Franklin Blaschke is assistant manager. 


Street, New York 38, N. Y. 





Excellent General Agency opportunity for broker- 
age and full time available in Brooklyn with long 
established mutual company. Minimum require- 
ments are 7 years of field experience of which 2 
should be in a supervisory or management capac- 


Those interested write in detail and confidence to 
Box 2917, The Eastern Underwriter, 93 Nassau 
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A 1960 
record that 
means a lot 

to you 


CAC’s Individual Health Volume in 1960 ran Nearly 
Double Our 1959 Total (And 1961 is running more than 
100°;, ahead of 1960). 


There’s a good reason why... 


Continental Assurance offers a superior line of policies 
such as .. . Non-Cancellable Income Protection, Guaran- 
teed Renewable Hospital Protection, Guaranteed Renew- 
able Major Medical Protection. 


Find out for yourself. . 


. how good . . . how salable . . . these contracts are. 
Write for sample Red Line Contracts for your personal 
analysis. 





CONTINENTAL ASSURANCE @ 


Member of Continental-National Group 
310 South Michigan Avenue, Chicago 


50. 


Anniversary 














Eastern Department: 76 William St., New York 5, N. Y. 








N. Y. C. Association’s 
Annual Meeting June 1 


OFFICERS TO BE INSTALLED 
J. H. Ames, T. L. Mander, E. H. 
O’Rourke, to be Featured on “Accent 
On Youth” Panel 





The annual meeting of the Life Un- 
derwriters Association of the City of New 
York will be held June 1, at 2 p.m. at the 
Hotel Astor, according to an announcement 
by Arthur H. Bikoff, Aetna Life, educa- 
tional vice president. The educational por- 
tion of the program will present “Accent on 
Youth,” a panel of three young agents. 
These successful young members (each 
still in his 30's) consistently write well 
over a million every year. They will de- 
scribe how they became successful in 
prospecting, business insurance sales and 
pension trust sales. They will also de- 
scribe approach, closing and follow-up 
procedures. Included on the panel are 
John H. Ames, CLU, Mutual Benefit 
Life; Theodore L. Mander, CLU, Penn 
Mutual Life Edward H. O’Rourke, Mas- 
sachusetts Mutual. 


Mr. Ames entered the life insurance 
business in 1946 and first qualified for 
the MDRT in 1954 and has consistently 
every year since 1956. He is a member 
of Mutual Benefit’s National Associates, 
an organization comprised of the top 
25 full-time agents of the company as 
measured by first year commission. His 
paid-for production in 1959 and 1960 ex- 
ceeded $3,500,000 


Mr. Mander entered the life insurance 
business in 1949 and has been a member 
of the MDRT since 1953. He specializes 
in all forms of corporate insurance in- 
cluding pension and profit sharing plans. 
His production in 1959 and 1960 with 
Penn Mutual exceeded $4,750,000. 

Mr. O’Rourke has been in the life in- 
surance business for six years and 
been a member of the MDRT for three 
years. He is now studying for his CLU 
designation and is a 1960-61 member of 
the Massachusetts Mutual's Leaders’ 
Club. His production in 1959 was over 
$1,600,000 and his production in 1960 
exceeded $2,000,000. 

A question and answer period will 
be held following the talks. There is 
no admission charge and attendance is 
restricted to members only. 

The election and installation of officers 
and directors for the administrative year 
1961-62 will be held. 


has 


Funded Security Corp. Adds 


Three Insurance Companies 


Chicago—Funded Security Corp. has 
agreed to acquire Pilgrim National Life 
Insurance Co. of America, Chicago; In 
ternational Life Insurance Co. of the 
Americas, San Juan, P.R.; and Trans- 
American Life Assurance Co., San Juan, 
P.R. The acquisitions will be ‘through an 
exchange of stock involving approxi- 
mately 750,000 shares of Funded Security. 

This announcement was made 
by J. \M. Edelstein, president, Funded 
Security Corp.; S. R. Ballis, president 
of Pilgrim National; Fred Gilbert, pres- 
ident of Tirans-: American; and Dr. Juan 
B. Soto, president of International. 

Mr. Edelstein said these major acqui 
sitions will provide the basis for an ex- 
panded program of life insurance and 
allied business in the U. S., Central and 
South America. The combined compan- 
ies presently have a total premium in- 
come in excess of $1 million and more 
than $35 million of insurance in force. 


jointly 


Two of the new firms, Pilgrim and 
International Life, write Ordinary life 
insurance and related contracts, while 


Trans-American specializes in Industrial 
insurance. 

Funded Security Corp. organized in 1959, 
is the parent company of Funded Se- 
curity Life Insurance Co., a legal reserve 
life insurance company, and James, Mar- 
tin & Co., dealer in mutual funds. 
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Group Manager in New York 





THOMAS L. 


QUICK 


Lincoln National Life of New York 
has appointed Thomas L. Quick regional 
Group manager in New York. He former- 
ly was head of the New Jersey Group 
office at Montclair, N. J. for Lincoln 


National Life of Fort Wayne, Ind., of 
which the New York company is a 
wholly-owned affiliate. Carl F. Aichele 


is Group sales manager of Lincoln Na- 
tional Life of New York. 


LUTC Officers, Trustees 


New officers were elected and new 
trustees named at the 13th annual meet- 
ing of the board of trustees of the Life 
Underwriter Training Council, held recent- 
ly in Washington, D. C. Howard E. Ne- 
vonen, CLU, Los Angeles general agent 
for Washington National, was elected 
president, succeeding Alexander Hutch- 
inson, CLU, vice president and chief 
sales executive of Metropolitan Life. Mr. 
Hutchinson remains on the LUTC board 
as immediate past president. 

Trustee William J. Hamrick, CLU, 
senior vice president of Gulf Life, was 
elected Council vice president; Edmund 
L. Zalinski, CLU, executive vice presi- 
dent of Life of North America, formerly 
assistant treasurer, was nz umed treasurer ; 
Sayre MacLeod, CLU, vice president, 
The Prudential, was elected assistant 
secretary and George H. Shackelford, 
vice president of The Travelers, was 
elected assistant treasurer, succeeding 
Mr. Zalinski. 

Re-elected for the coming year in his 
present office was Secretary Benjamin 
N. Woodson, CLU, president, American 
General Life, Houston. 

Newly appointed trustees are William 
H. Andrews, Jr., CLU, Jefferson Stand- 
ard, Greensboro, N. C.; Robert L. Blue, 
Continental Assurance, Miami; Byron K. 
Elliott, John Hancock, Boston; Stanton 
G. Hale, Mutual Of New York, New 
York; Burkett W. Huey, LIAMA, Hart- 
ford; N. Murray Longworth, United 
Benefit Life, Omaha. 


American Bankers Dividend 


R. Kirk Landon, president, 
Bankers Life of Florida, announced that 
the special stockholders’ meeting held 
recently approved a 5% stock dividend 
recommended by the board of directors 
at the annual meeting held in March. 

Mr. Landon recalled that the board 
had previously declared a cash dividend 
of 10¢ a share to be paid June 1 to 
stockholders of record May 12. The 
action of the special stockholders’ meet- 
ing increased the company’s authorized 
capital to $630,000 with assets exceed- 


American 


ing $10,800,000. 
American Bankers Life now has busi- 
ness in force exceeding $450,000,000. 
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Richmond General Agent 








HUGH S. HUGHES 


Manhattan Life of New York has ap- 
pointed Hugh S. Hughes general agent 
at Richmond. Prior to his present ap- 
pointment, Mr. Hughes was for three 
years general agent of Manhattan Life in 
Little Rock. He entered the life insur- 
ance business as an agent with South- 
western Life and then became a general 
agent of Western National Life. 


Two West Orange Students 
Win Colonial Scholarships 


Colonial Life of America, East Orange, 
N. J. has announced the winners of its 1961 
scholarships in mathematics. They are 
Mary A. Ratchford, West Orange, a 
senior at Marylawn of the Oranges High 
School and Jeffrey C. Keil, West Orange, 
a senior at West Orange High School. 
30th students will receive a grant of 
$500 from Colonial Life to attend the 
college of their own choice. 

Colonial Life scholarships in mathe- 
matics are awarded each year to two 
students of secondary schools of the 
Oranges and Maplewood on the basis of 
mathematical ability plus other qualities 
which would be of benefit in a business 
career, They are awarded without re- 
gard to any other scholarships the in- 
dividual students might earn and are 
awarded on the recommendations of the 
scholarship committee of the Colonial, 
composed of educators not employed 
in the Oranges or Maplewood. This 
year’s committee was composed of James 
E. Downes, Newark State Teachers Col- 
lege, chairman; Harry M. Rice, Bloom- 
field Senior High School and Joseph 
Stamer, Millburn High School. 

Checks for the amount of the scholar- 
ships are sent to the individual colleges 
attended by the winners and are dis- 
bursed by the college. Scholarships will 
be renewed each college year upon 
recommendation of the college author- 
ities. 


Colonial Appoints Barth 


Appointment of Ronald P. Barth as 
manager of the agency services depart- 
ment for Colonial Life of America was 
announced by Richard D. Nelson, execu- 
tive vice president. 

Mr. Barth’s responsibilities will include 
agents’ licenses and contractual agree- 
ments including testing and selection of 
candidates for agency appointments in 
the combination agency department un- 
der the general supervision of Leslie F. 
Kroeger, agency secretary. 

Mr. Barth began his Colonial career 
in July, 1952 in the general accounting 
department and was named a field audi- 
tor in 1959. Later, he was promoted to 
agency assistant in the agency services 
department. 

Mr. Barth is a graduate of Seton Hall 
University where he received his Bach- 
elor of Science degree in Marketing 
and his Master of Business Administra- 
tion degree in Management. He served 
as a petty officer in the Navy. 


Philadelphia Life Up 51% 


Joseph E. Boettner, CLU, president of 
Philadelphia Life announced that during 
April new paid business increased by 
49.6% over the new business paid for 
during April, 1960. During the first four 
months of 1961, new business paid for 
increased by 51% as compared to the 
first four months of 1 

Mr. Boettner noted that this was the 
100th consecutive month in which Phila- 
delphia Life has increased production. 
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THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
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New York Life Promotions 
(Continued from Page 10) 


was promoted to actuary in 1947, elected 
second vice president in 1953 and vice 
president in 1959 

Mrs. Dorn was Ariel Corry whose 
father was general counsel for National 
Life of Des Moines. The Dorns live in 
Manhasset 

Richard W. Baker 

Mr. Baker has been a second vice pres- 
ident in the real estate and mortgage 
loan department since 1958. A graduate 
of Yale, 1938, he joined New York Life 
in 1954 as an administrative assistant. He 
became executive assistant in 1955 and 
assistant vice president in 1956 

He had been with the securities in- 
vestment department of Mutual Life Of 
New York before joining New York 
Life. He is chairman of the board of the 
Princeton Country Day School 


John F. Gleason 


John F. Gleason, new head of person 
nel. is the only man holding such a post 
w'th a life insurance company who spent 


syne years with the Federal Bureau of 
Investigation Joining the FBI after 
leaving law school, he was with that 
organization in San Francisco when 


World War II was declared 

A native of New York City and a grad- 
uate of Fordham Law School, Mr. Glea 
took post graduate courses in tax- 
ation at New York University where hie 
was awarded a degree of Master of 
Laws in Taxation. 

He joined the law division of 
York Life in November, 1948, 
Ferdinand was general 
becoming tax and later tax 
counsel and general counsel. 
In 1960 he was transferred from the law 
department to personnel and elected sec- 
ond vice president 

Mrs. Gleason was Pauline Venning of 
Charleston, S. C. Their children are 
Elizabeth, John Winthrop and Mary 


McPherson, Meads, Underwood 


Mr. McPherson, who has spent his en- 
tire business career with the company, 
will have charge of the company’s 17 
general service departments including 
purchasing, home office properties, print 
ing, transportation and record-keeping 
He joined the company in Washington, 








son 


New 
when 
Pease counsel, 
attorney 


assistant 


1). C. in 1927 and came to the home office 
in 1945. He was named deputy comp 
troller in 1946, assistant vice president 
in 1954 and second vice president in 
1956 


Mr. Meads joined the company in 1947 
aS.an apprentice analyst. He was grad- 
uated from Dartmouth in 1942 and re- 
ceived his master’s degree in 1947 from 
the Harvard School of Business Adminis- 
tration. He became assistant vice presi- 
dent in charge of the Southwestern re- 
gional investment office at Dallas, Texas, 
in 1954. Returning to the home office in 
1958, he was promoted to second vice 
president later the same year. 

Mr. Underwood joined the company 
in 1951 as supervisor of the public utili- 
ties portfolio. He was made an assistant 
vice president in 1954 when he moved to 


San Francisco to open the company’s 
first field investment office there. He 
returned to New York in 1958 and was 


made a second vice president in the same 
year. He is a graduate of Union College 
and holds a Master’s degree in business 
administration from New York Univer- 
Sity. 


Appoint H. D. Freinberg 


Guardian Life of America has opened 
a second agency in Albany with Herbert 
D. Freinberg as general agent. 

\ native of Hudson, N. Y., Mr. Frein- 
berg graduated from Siena College in 
Loudonville. During World War II he 
served in the Army Air Corps. Mr. 
Freinberg entered the insurance field in 
1952 with The Prudential and was man- 
ager for the Continental Assurance prior 
to joining Guardian. 


National Association of Life Cos. 


To Meet in New Orleans, July 27-29 


The seventh annual convention of the 
National Association of Life Companies 
will be held in New Orleans on July 
27-28-29 at the Sheraton-Charles Hotel. 
President B. L. Carter (Pioneer Life and 
Casualty) announced a three-day pro- 
gram of wide interest to the industry, and 
especially appealing to the smaller ‘com- 
panies. 

Registration will open Wednesday 
afternoon, July 26. The first meeting 
will be July 27. Immediately following a 
brief general session, the work shops are 
scheduled under the general chairmanship 
of Jack Cissma (Federal Old Line, 
Seattle). Work shop topics include con- 
servation, to be moderated by Conrad 
Anderson (Guaranty Savings, Mont- 
gomery); internal organization, Michael 
Levy (Standard Security, New York); 
handling agents, K. W. Gillis (Washing- 
ton Life, LaFayette, Ia.) ; special policies, 
Doyle Baird (National Western, Denver) 
and stockholder’s relations, Jul Baumann 
(Baumann Associates, Houston). 

A luncheon for members and visitors, 
sponsored by Republic National,» of 
Dallas, will feature a talk by C. V. Schau- 
mann (Standard and Poor, New York), 
on current investment problems 

The agency program, on Thursday 
afternoon, will be moderated by Clarence 
J. Skelton (Republic National). Panelists 
include William C. Armor, Jr. (Great 
Plains Life, Casper, Wyoming); James 
E. Wells (State Mutual, Rome, Ga.); 
Wyman Zachary (Perpetual Security 
Life, Boise); Robert E. Wilder (National 
American Life, Baton Rouge); and Pey- 
ton Lingle (Coastal States Life, Atlanta). 
Subjects selected for discussion’ are: 
Recruiting bonuses paid to managers, 
general agents or agents; How to super- 
vise managers and general agents; 
sranch office operations versus general 
agency operations; How can the high 
percentage of agency turnover be im- 
proved; When should the advance to a 
commissioned agent or general agent be 


discontinued and placed on a straight 
commission basis. 

Business sessions and a meeting of the 
directors for the election of officers and 
transaction of other business are sched- 
uled for Friday morning. This will be 
followed by a luncheon hosted by West- 
ern and Southern (Cincinnati), at which 
Thomas P. Bowles, Jr. will speak on 
management problems. 

The Friday afternoon session will be 
devoted to a panel on accident and health 
insurance problems, moderated by Joe C. 
Scott (Bankers Service Life, Oklahoma 
City). The subjects and panelists are: 
Selling, Ira J. mecGuire (Security Life 
and Accident, Denver);  loss-of-time, 
Homer O. Martin, Jr. (Intercoast Mu- 
tual, Sacramento); agency compensation, 
Ralph Reese Globe Life & Accident, 
Oklahoma City); major medical, E. J. 
Reeves (Commercial Travelers, Dallas) ; 
and package sales, J. M. Newman (Old 
Equity Life, Evanston, III). 

Life and Casualty of Tennessee will be 
host at the president’s reception, Friday 
afternoon. Then at the banquet session, 
Friday evening, Congressman Albert 
Pain, Alabama will be the speaker. 

On Saturday morning, the annual Com- 
missioners Panel will discuss regulatory 
problems and answer questions from 
members and visitors. The panel will be 
presided over by Commissioner T. Nelson 
Parker, Virginia, president of the Na- 
tional Association of Insurance Commis- 
sioners. The panelists will include Com- 
missioners, Sam N. Beery, Colorado; 
Harvey G. Combs, Arkansas; Joseph S. 
Gerber, Illinois; and Rufus D. Hayes, 
Louisiana. 


Grubb’s Enlarged Duties 


Commonwealth Life, Louisville, an- 
nounces that John C. Grubb, vice pres- 
ident field management, will assume full 
responsibility for all ficld management 
operations. 
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ACTUARIAL (MANY) ...............0000.00 $15-25,000 
North, South, East, West-pension-grp-ord. 
GENERAL AGENTS. .............cccceeeeecene $15-20,000 
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Here's a midwest bluechip seeking an ass't 
mgr who wants to move into HO. 

ADMINISTRATIVE ASS'T .. -$ 8,000 
Had some underwriting? Had some meth- 
ods? You'll have to improve this dept. 

GROUP ADMINISTRATION ............... $ 6-7,000 
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All expenses paid for you & family to 
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you sell 


NORTHEASTERN 


& TRY THESE OUT FOR SIZE: 
1. New portfolio with rates based on 1958 CSO mortality table at 


3% interest. 
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. Family Income up to $50 per month per $1000 of basic insurance. 
Term on Term for low cost coverage. 
Double protection to age 70. 


Females written at 3 year set-back on many plans. 


WANT MORE? 
All this written on a fully vested agent's contract. 


je 


For the name of the nearest General Agent, phone or 
write NORTHEASTERN. 


NORTHEASTERN LIFE INSURANCE CO. OF NEW YORK 
17 East Prospect Ave., Mt. Vernon, New York: Phone MO 4-5580 








Northwestern National’s 
“Misfortune” Survey Result 


A serious illness, accident or other mis- 
around 
$2,000, must be expected sooner or later 
by one out of every five middle-class 
American families. These figures are 
based on the experience records of a 
sample group of 6,500 policyholder fam- 
ilies who filed written reports in a survey 
by Northwestern National Life. 
Couples reporting in the “misfortune” 
survey had been married all the way 
from a few months to 50 years, but the 
average family-life span at time of re- 
porting was approximately 18 years (17 
years 9 months). 


fortune, costing an average of 


Only “major” mis- 
fortunes costing $500 or more were re- 
ported. 

Of the 6,500 families, 22% have had 
one or more such major misfortunes, 


each of which involved direct expenses 
averaging $1,480. Indirect costs averaging 
another $550 represented mainly income 
lost by laid-up wage-earners. 

Illness and/or surgery was by far the 
most frequent cause, accounting for 71% 
of all the financial emergencies reported, 
and costing an average of approximately 
$1,800 per occurrence. 

Automobile accidents were the next 
most frequent, accounting for 10% of the 
major misfortunes listed, and averaging 


a little over $2,400 in total costs per 
accident. 
Costliest type of misfortunes listed 


were industrial accidents, which ac- 
counted for only 14% of the occurrences 
reported, but which involved costs to the 
family averaging $5,890 per accident. 

Approximately two out of three mis- 
fortunes had some insurance coverage. 

Wives were the victims of 39% of the 
accidents, illnesses or other misfortunes 
listed. 

Husbands were victims in 32% of the 
cases, and children suffered 18% of the 
mishaps. The remainder either involved 
property damage alone, or happened to 
dependents outside the immediate family, 
the report shows. 


Austin Branch Manager 
For Republic National 


James B. Roddie, Jr. has been named 
branch manager in Austin, by Republic 
National Life, Dallas, Texas, according 
to H. R. Hunke, vice president and 
agency director. A native of Texas, Mr. 
Roddie attended public schools in San 
Antonio and later studied at the Uni- 
versity of Texas. 

After establishing an impressive rec- 
ord of personal production, Mr. Roddie 
was advanced to the position of home 
office training director and in that posi- 
tion was charged with the responsibility 
of training new men. Mr. Roddie later 


served in agency management positions 
until he was named branch manager. 














May 26, 1961 


The Eastern 


Underwriter 


wages 15 








Connecticut Mutual 
Officers Promoted 


APPOINT THREE NEW OFFICERS 





Burt, Hofmann, Stevens, Advanced; 
Desmond, Forbush, Merrow, Raised 
To Officer Status 
Promotion of three officers and ap- 
pointment of three new officers of Con- 
necticut Mutual Life have been an- 
nounced by Charles J. Zimmerman, 

president. 

Officers promoted are Ralph L. 
to assistant secretary, income services; 
William J. Hofmann to supervisor, in- 
come services, and Robert E. Stevens to 
supervisor of securities. 

New officers are 
and Clifton H. 


Burt 


Thomas E, Desmond 
Forbush, Jr., assistant 
supervisors of securities, and Harry F. 


Merrow, supervisor of personnel. 

Mr. Burt, who was promoted to the 
company’s official staff in 1956 as super- 
visor of income settlements, has served 
in the policy loan and income agreements 
departments. 

Mr. Hofmann was appointed to the 
official staff as assistant supervisor, in- 
come settlements, last year. He joined 
the company as an income agreement 
analyst in 1946 after four years in the 
Air Force. He is a graduate of Trinity 
College. 

After joining the actuarial department 
in 1951, Mr. Stevens transferred to the 
investment department, becoming a se- 
curity analyst. He became an officer as 
assistant supervisor of securities in 1958. 
He is a graduate of Wesleyan University. 

Mr. Desmond, a graduate of the Uni- 
versity of Tennessee, joined the com- 
pany’s investment department in 1956 
after serving two years as an army of- 


ficer in Alaska. He was promoted to 
assistant security analyst in 1958 and to 
secuvity analyst a year later. 


Mr. Forbush is a graduate of Middle- 
bury College and a Navy veteran of 
World War IT and the Korean conflict. 
He joined the company’s investment 
department in 1953, becoming assistant 
industrial analyst in 1955 and security 
analyst in 1958. 

Mr. Merrow, a veteran of World War 
'], graduated from Northwestern Univer- 
sity and received his Master’s Degree 
trom Trinity College. He joined the 
company’s purchasing department in 
1953, transferring to the personnel de- 
partment in 1956. He was promoted to 
manager of the latter department in 
1959 


Valley Forge Names Wunder 

John J. Wunder was appointed re- 
gional life brokerage supervisor in the 
midwest for Valley Forge Life of Read- 
ing, affiliate of American Casualty. He 
will make his heardquarters at the com- 
pany’s Chicago branch office. 

Mr. Wunder started in the business as 
a life agent with the Metropolitan in 
1941, remaining until 1950. From 1951 
to 1955 he served with a leading Chicago 
agency in general insurance lines. From 
1955 to 1960, Mr. Wunder worked with 
one of the largest groups as life and 
health brokerage manager. Just prior to 
joining Valley Forge, he was manager 
of the life department for a well-known 
Chicago general agency. 


To Offer Mutual Funds 


The General Life Insurance Corp. of 
Milwaukee is preparing to offer a com- 
bination of life insurance and mutual 
funds, it is announced by Wallace C. 
Berg, president. 


S. F. CALIO HONORED 
Colleagues of Salvatore F. Calio, agent 


for National Life of Vermont, recently 
honored him for 20 years’ association 


with the company. Both the Hartford 
general agency, headed by Harold Smyth, 
and its district agencies were represented 
at the anniversary luncheon. 


R. C. Franke’s New Post 


Robert ‘C. Franke has ‘been appointed 
assistant regional superintendent of 
agencies for United States Life. Gordon 
E. Crosby, ]r., vice president and director 
of agencies, in making the announce- 
ment, said that Mir. Franke will concen- 
trate on the development of the com- 
pany’s agency field force throughout the 
southeastern area of the United States 

Mr. Franke entered the life insurance 
business in 1951 with New England Life, 
for which company he was agent and 
supervisor. He was top agency producer 





in New England’s Newark Agency — 
Hackensack branch—for six years. In 
1957 he was appointed general agent for 
Berkshire Life in Philadelphia. Most 
recently he was general agent for Frank- 
lin Life, also in Philadelphia. 

Mr. Franke is a member of the Phila- 
delphia chapter of GAMA. He is a 
graduate of the LIAMA Agency Man- 
agement School and other company in- 
surance courses. He is a past Command- 


er of the John Wanamaker, N. Y. roa 
—_ Legion Post and the Tenafly, N. J., 
F.W. He is presently Director of the 


Bala Cynwyd-Narberth Lions Club. 


United titties Life Names 
Neil A. Useden in Miami 


Neil A 
Life general agent in Mi- 
ami, was announced by Kenneth J. Lud 
wig, eastern region suporintendent of 
sande. 

Mr. Useden’s 
seven year career in the life insurance 
business. In 1958, he was a production 
leader for State Life. Earlier he had 
been a volume leader at the Seaboard 
Life as brokerage supervisor. 


Appointment of Useden as 


United States 


appointment climaxes a 


We at Republic National Life have 


moved dramatically forward, 
confident in our belief that we 
possess a special formula for 


sales success. To the man gifted 


with that extra spark of enthusiasm 


and the imagination to romance - ; 


the basic miracle of Life Insurance 


in action, we offer a sales contract 


with a built-in Magic Carpet to 


better living. In fact we dare any 
man big enough to fit our special 


pattern for sales success to find 
a more profitable opportunity than 
a sales contract with the “GO” 


Company. 


Theo. P. Beasley 
Chairman of the Board 
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Build Inventory Advises Brundage 


“Although most areas of the life in- 
surance industry are well run today, 
one problem stands out as a_ serious 
threat to the life insurance business 
itself. This is the problem of termina- 
tions which obstructs a primary re- 
quisite of life insurance companies, that 
of building inventory,” stated John D. 
Brundage, CLU, president of Bankers 
National Life, Montclair, N. J. at the 
statewide conference of General Agents 


and Managers Association of New Jer- 
sey in Atlant tic City recently. 
He explained that while most busi- 


are constantly trying to maintain 
maximum turnover, insurance companies 
are unique in that their aim is to hus- 
band inventory of both business and men. 
The insurance industry depends upon the 
business in force, since premiums are 
actually the source of everything—com- 
missions, salaries, initial investment funds, 
claim and benefit payments, and all sales 
materials. The first premium doesn’t 


nesses 





even begin to pay the cost of a new 
policy. It costs $135 to $200 for each 
$100 of actual premium to pay initial 


costs, so any new policy must in effect 
borrow funds from surplus and from 
previously paid premiums of old policy- 
holders. This ‘loan’ is not repaid for 
an average of eight to ten years. Al- 
though it takes only a few years to 
repay the initial premium loan on Term 
policies, high first year cash value pol- 
icies Tequire even more than ten years 
to pay for themselves, in a_ reverse 
tontine procedure. Until then, the old 
policyholders carry the expense of the 
new. 

“If a policy is lapsed or surrendered 
before this loan is repaid, who pays for 
it? Unfortunately, just about everyone 
The agent pays by receiving fewer re- 
newals, the old policyholder pays by 
losing the unpaid portion of the loan, and 
the policyholder himself pays in lost 
coverage as well as the difference be- 
tween the premiums he has paid and the 
cash value, if any, which he receives 
upon surrender. 

“Let’s look closely at the agent’s loss,” 
Mr. Brundage continued. “Besides losing 
renewals, he also may lose service fees, 
a pension and a persistency bonus, all of 
which add up to many dollars lost as a 
result of lapse. The total loss cannot be 
measured in dollars, however. When an 
agent loses one client he loses many 
future sales, since the number of clients 
an agent has works geometrically to 
supply repeat business and referrals. In 
addition, each lapse reduces an agent’s 
professional status because a good clien- 
tele means security. 


Termination Rate Frightening 


“The termination rate by number of 
policies is frightening and has caused a 
real plateau, if not a loss for many com- 


panies. Check your own company and 
agency for the number of policies in 
force. If the volume has remained the 


same, the actual number of policies has 
probably declined, since the high aver- 
age policy today tends to offset as many 
as three or four old policies. If this 
is true in a specific case, the lapse ratio 
may be running as high as 15 to 20% 
of the number of policies in force. 

“Bankers National Life, for instance, 
experienced a 25% gain in Ordinary life 
sales in 1960, but the total number of 
policies in force at the end of the year 
dropped by 55. At best, this is a ‘retro- 
gressive advance’ and to improve matters 
we must not only pump faster but we must 
also fix the leak. 

“Increased terminations are due to 
both uncontrollable and _ controllable 
forces. The economic factors, particular- 
ly over the past six months, are not 
controllable by the insurance trade, and 
so we have taken our losses as other 
industries have taken theirs. However, 
recent surrenders due to inability to 
meet premium payments have been 
primarily in the small policies. The 
natural and technical causes of policy 
termination are also uncontrollable, and 


are fully expected when the insurance is 
sold. Besides death, these include ex- 
piration and decreases in Term insur- 
ance and maturities. Although these 
causes should account for the majority 
of terminations, they are responsible 
for only 2 to 3% of the approximately 
10% national lapse rate. 


“The forces which account for most 
terminations are at least partially con- 
trollable, and the most basic of these is 
poor prospecting and selling. If the 
wrong prospect is sold he cannot really 
be expected to keep up premium pay- 
ments. Nor can the man who is over- 
sold or sold the wrong plan. Termination of 
agents is a frequent cause of the sur- 
render of their business. We know the 
answers pretty well in this area, and are 
able to prevent many more surrenders 
through quality rating, proper selection 
of agents and prospects, personal policy 
delivery, follow-up, and general training 
and experience. Prospecting and selling 
must nevertheless remain an area of 
constant attention. 

“Another potent cause of 
surrender is competition 
forces. Savings and loan 


lapse and 
from outside 
associations 
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have had the fastest rate of growth 
recently, and are understandably attrac- 
tive to the policyholder because of their 
high rates of interest and the fact that 
they have no sales charge whatever. Mu- 
tual funds and stocks are also attractive 
to the investor because of the capital 
gain factor. Rather than fight against 
these forms of actual investment, our best 
answer is to stress the advantages of 
life insurance. Besides protection, these 
would include waiver of premium and 
disability benefits, guarantees, and the 
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fact that the same money is doing double 
or triple duty by supplying all these 
advantages. 


Keeping Business in Force 


“One way to help keep business in 
force is by making premium payments 
automatic. This can be accomplished 
through bank draft, pre- authorized check 
systems and salary savings so the policy- 
holder never has the option to pay the 
premium or not. The salary savings 
method, where premiums are automati- 

cally deducted from the paycheck before 
the policyholder even receives it, seems 
particularly effective, and may offset the 
loss of policies by number. 

“A third controllable area of reasons 

for increased termination lies within the 
industry itself. We ourselves, both at the 
company level and in the field, are to 
blame for much of the increase in sur- 
renders. In the first place, the growth of 
Group insurance has cannibalized Or- 
dinary insurance. Secondly, the increase 
in the types of Term and decreasing Term 
insurance has opened up means for poli- 
cies to expire, often without any attempt 
at conversion. The introduction of the 
popular family policy has precluded many 
separate policies in the juvenile line. 
Other innovations which have contributed 
to the high lapse rate include specials at 
lower rates, discount for size, female 
rate back, guaranteed insurability and 
guaranteed annualability. Most of these 
innovations were not retroactive, so now 
agents have an excuse for twisting and 
replacement. They can simply say, ‘If 
I don’t show my own client all the new 
developments, another agent will.’ Re- 
placement with a more modern policy or 
rider has become habit with a few agents; 
they have actually geared themselves 
to frequent replacement for survival. 
This can’t continue without creating dif- 
ficulty for everyone concerned. 


Replacement Control 


“Replacement is the area where the 
greatest control is needed and where the 
most savings can be realized. Both gen- 
eral agents and agents must resolve to 
halt intentional replacements wherever 
possible. Although deliberate replace- 
ment is by no means typical of most 
agents, the percentage who practice it 
today is greater than five or ten years 
ago. 

“Together, the companies and field 
men must control the increase in ter- 
minations and drive the rate, now ap- 
proximately 10%, back to more acceptable 
limits. It remained a level 5% for many 
years, so it should be possible to push 
it back once more. 

“One solution would be for the com- 
panies to control their innovations, al- 
though retroaction should not be the 
answer here. We must stop upsetting 
the market with something new just 
to gain momentary advantage. We at 
the home office end must stop constant 
product changes, while you agents can 
stop the illustrations and gimmicks that 
make the prospect discontented with his 
present coverage. 

“We can’t build the inventory we need 
at today’s termination rates, either in 
business in force or in agents. Together 
both agents and management have been 
doing their best to get a short run gain 
at the expense of their long run advan- 
tage. It’s high time we got off this 
treadmill,” 
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Life, and a_ banquet Br night. public relations and one gention 
9 W I Speakers were Powell Smith, executive people from throughout the est at- 

LAA ~ estern Round able vice president, Occidental Life, and Dr. tended. 


The Western Round Table meeting of 
Life Advertisers Association held re- 
cently in Los Angeles developed the 
consensus that greater coordination be- 
tween agents and home office advertis- 
ing people is becoming increasingly vital. 

Everett E. Zeigler, advertising and 
sales promotion manager, Pacific Fidelity 
Life, was elected Round Table chairman, 
succeeding Larry Aasen, western public 
relations director, New York Life. Other 
new officers are Rudy B. Miner, CLU, 
sales promotion manager, Pacific ‘Mutual, 
vice chairman; and J. Richard Riley, 
sales promotion supervisor, Cal-Western, 
secretary-treasurer. 

Robert L. Woods, CLU, Massachusetts 
Mutual Los Angeles general agent, de- 
clared that sales promotion was impor- 
tant to his agents. He asked that a rep- 
resentative group of agents be consulted 
before a sales aid is revised, since often 
many agents feel that effective material 
is needlessly changed. 

“Sales Promotion can help the new 
agent by encouraging him to make effec- 
tive use of his basic sales tools instead 
of trying to rush ahead too fast,” ac- 
cording to Robert Smith, Pacific Mutual 
agent. He expressed the need of the 
new agent for a well-organized “pack- 
age” sales presentation, including a ver- 
batim sales talk and accompanying visual 
material. 


Would Publicize Agent 


George Quigley, CLU, Los Angeles 
manager for Manufacturers Life, recom- 
mended that advertising funds be de- 
voted to publicizing the agent in his own 
community rather than building up a 
“company image.” A similar view was 
expressed by A. J. Kupiec, San Diego 
mi eg? for California-Western States 
Life. However, Mr. Kupiec felt that 
company advertising could be effective 
if coupled with a strong agent tie-in 
campaign. 

Mutual Benefit Life’s electronic pro- 
gramming service was described by Irv 
Grody, CLU, agent with the company’s 
Morrell Brothers Agency in Los An- 
geles. His company’s service in this 
area accomplishes two things, accord- 
ing to Mr. Grody: “It capitalizes on 
the public’s curiosity in and respect for 
clectronics, and it relieves the agent of 
considerable detail work.” 

Two views of audio-visual selling were 
presented by Charles Vance, superin- 
tendent of agencies, Pacific Mutual Life. 
and Francis Anderson, advertising and 
nublic relations manager, Beneficial Life. 
Mr. Vance, whose company has used 
audio-visual since 1954, explained the 
problem of encouraging the agent to 
continue using audio visual after he tires 
of seeing the film over and over again. 
Mr. Anderson reported that only one 
projector has been returned to the home 
office in almost two ye ars of use, indi- 
cating that his company’s agents are still 
enthusiastic. 

The meeting was div'ded into four 
sessions on Communications, Advertising. 
Public Relations and Sales Promotion. 
Session chairmen were Dick Marsh, Cal- 
Western; Dick Trucblood, Occidental; 
Rudy M'ner, CLU, and Mac Small, Pa- 
cific Mutual. 

Speakers on Communications were 
Michael G. Blansfield, manager, manage- 
ment development and training, Pacific 
Fidelity Life, whose subject was “Bar- 
riers to Effective Communications” ; 
Charles T. Newton, manager of com- 
munications, Convair Astronautics, “The 
Care and Feeding of Information for 
Human Consumption”; Dr. Frank Jasin- 
ski. Systems Development Corporation, 
“How to Get People to Listen Louder.’ 

Some impressions gathered during his 
two-year survey on consumer attitudes 
were given by Robert Bischoff, State 
Farm Life, as part of the session on 
Public Relations. A slide film on “Pub- 
lic Relations as a Management Function” 
was presented by Burns W. Lee, head 


of the public relations firm bearing his 
name. 


Appearing during the advertising ses- 


sion were Kenneth W. Sells, Pacific 
Coast division manager for The Saturday 
Evening Post, whose subject was “Mag- 
azine Advertising—The Salesman’s Prin- 
cipal Ally”; and ‘Frank T. Culp, Jr., sales 
promotion and training director, West 
Coast Life, who spoke on “Recruiting 
Through Advertising.” 

Social highlight of the Round Table 
was a reception, hosted by Occidental 


Robert R. Dockson, dean, graduate 
School of Business Administration, Uni- 
versity of California. 

Luncheon speakers were LAA Presi- 
dent John L. Briggs, Southland Life 
vice president, and Tyler Macdonald, 
marketing vice president, Hixson & Jor- 
gensen Advertising Agency. 

A special feature of the meeting was 
a round table discussion of each subject 
presented. More than 40 advertising, 


On the meeting committee were Mr. 
Zeigler, program chairman, Mr. Miner, 
promotion chairman and Carlton Gust- 
afson, Independence Life, arrangements 
chairman. 


Boles Asst. Vice President 


Republic National Life, Dallas, has 
appointed William A. Boles, formerly 
regional Group. manager, to be assistant 
vice president in charge of Group sales. 
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R. S. Brown, left, looks on as Agent C. W. Patterson makes sale to Mr. & Mrs. Earl J. Thomas, Worthington, Ohio 


JOINT 
FIELD 
WORK 


At Northwestern National we believe that joint field work is an 


important part of the everyday problems a manager faces in the field. 
N/W National Management Trainees, after conducting pre-field train- 
ing classes for new men, go directly into the field with them to observe 


and assist them. 


One of the basic duties of our six Divisional Superintendents of 


Agencies is the preparation of men for agency management. We al- 


ways have from 12 to 18 men in our Management Training Program. 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE 





National 
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Postmaster Day Not Available For 


Speeches 
It is obvious that one American in 
yublic life is being swamped by requests 
from insurance ‘.ganizations to appear 


as a speaker at one of their lunches or 
This is J. Edward Day, Post- 
General of the United States. 
Day formerly 
western division of The 
Los Ang home 


jurisdiction over 11 states the thought has 


dinners 
master 
As Mr 


the 


was manager of 


Prudential 
office having 


in its eles 


occurred to Prudential 


that Mr. 


many managers 


Day would be a stellar draw- 


ing card of a life underwriters associa- 
tion convention. In addition, managers 
of The Prudential all over the country 
ire bei ng besieged by officers of local or 
state associations, for any help they could 
give them in persuading Mr. Day to 
address their associations. There are 


numerous other associations which would 
be happy to have Mr. Day as their 
principal speaker 

The Postmaster General was recently 
guest of honor at an affair the hosts 
being prominent insurance men in the 
nation’s Capital. He has told friends, 
however, including some prominent men 
in the business, as well as some Pruden- 
tial officers, that his appearance at the 


Washington gathering cannot be _ re- 
garded as a precedent 


“I have so many pressing duties in 


the Cabinet of President Kennedy to 
which I have to give so much attention 
that obviously it will be impossible for 


me to accept a flock of speaking engage- 
ments, as much as | like being in the 
company of my friends in the insurance 
business 


“It would be 





impossible for me to 


spend a lot of time away from Washing- 
ton, for one thing, on business which 
las no direct connection with the Gov- 





rnment of the United States. Problems 
in the Post Office department are known 
to everybody and they are entitled to 
first consideration.’ 

This will be news to 
program chairmen of luncheons, dinners 
ind meetings throughout the insurance 
as Mr. Day is a witty and entertain- 
ing speaker 


disappointing 





* » * 


The Travelers May Erect 1964 
World’s Fair Bldg.; Has Option 
on 50,000 Sq. Feet 


Nothing been decided 


but I’m told that The Travelers is 
seriously considering the erection of a 
sizable building at the 1964 World’s 


Fair in New York to tie in with its 100th 
anniversary which will be celebrated that 
year. The tip-off on this news came 
when Webster Gault, financial editor of 
the Hartford Courant, recently questioned 


officials of the company and the report 
was confirmed. They admitted that The 
lravelers has an option on a choice 











foot site at the World’s 
Fair in Flushing Meadows in Queens 
County. Negotiations are underway, it is 
understood, 
The Travelers was founded in 1864 and 
100th birthday in 1964 will be the oc- 
casion for special commemoration such 


50,000 square 


as the World’s Fair could suitably pro- 
vide. It is interesting to note that the 
same year marks the 300th anniversary 


of New York City including that famous 
milestone when Manhattan Island 
changed hands for only $24 

Financial Editor Gault observes in this 
connection that “The Travelers can 
claim an even less lofty financial begin- 


ning. The company began, one historian 

has wryly observed, as a two cent busi- 

ness. For it was two pennies from a 

Hartford postmaster which constituted 

rhe Travelers’ first premiums income.” 
oR oe 

> . 

Hults’ Group Auto Safety Hearings 

in N. Y. 


About 20 states and Canadian provinces 
are reported studying the New York 
educational and rehabilitational program 
for improving the automobile driving of 
persons who have several convictions for 
traffic law violations. This is being carried 
on under the guidance of Commissioner 
William S. Hults of the New York State 
Motor Vehicle Department. A man who 
has been dedicated for many years to 
campaigns for reducing auto accidents on 
the streets and highways Mr. Hults spon- 
sored much legislation while a New 
York State Senator at Albany. This 
led to his appointment to head the new- 
ly created Department—it was a Bureau 
under other jurisdiction before January 
1 this year—which grants Mr. Hults wide 


latitude to carry out the elaborate and 
highly diversified program he has created. 

The group safety hearings for delin- 
quent drivers constitute just one facet 
of the overall highway accident reduc- 
tion campaign. Through these hearings 
drivers with violations get instruction, 
encouragement and finally admonition 
that if they fail to take advantage of 
the leniency shown them, then the next 
time one of them is convicted for traffic 
violations he, or she, will go before a 
referee, where the usual result is suspen- 
sion or revocation of the driving license. 

Hearings for these heedless drivers 
are held in various parts ofthe state 
with the procedure identical in each. 
Commissioner Hults cannot, obviously, 
attend each one but he does make an 
appearance in as many as possible in 
New York and Albany, and sometimes 
elsewhere, closing out the program with 
straight from the shoulder advice to his 
listeners, asking for their cooperation in 


making the highways safer for them- 
selves and others. and ending with the 


warning against failures to heed instruc- 
tions. 
At a typical group hearing in New 


York City last week, held in the New 
York State building on Centre Street, 
were more than a hundred men and 
women who had had their licenses re- 
voked previously for up to one year and 
were ready to reapply for licenses; those 


who had had their licenses suspended at 
a formal hearing, those committing too 
many traffic violations and some youth- 
ful drivers with temporary permits who 
had been “ticketed” for minor offenses. 
There were not 10 women among all 
those summoned to this hearing. There 
were also few white collar workers, and 
a large majority consisted of relatively 
youthful male drivers.. Included were 
truck, taxi and bus drivers, numerous 
youths with duck-feather “hair-do’s” and 
at least one very obvious “beatnik.” 

Even though this hearing, conducted 
by a member of the Motor Vehicle De- 
partment, was to be educational and not 
punitive, most of those present appeared 
resentful of having to leave jobs, etc., 
to spend nearly two hours at this session. 
Commissioner Hults says most of them 
arrive feeling the police were in error 
in hauling them into court, even though 
they had been picked up at least more 
than once. 

So the Commissioner tries the psycho- 
logical approach to deflate some of this 
feeling of injustice. At the outset of a 
hearing each person is given a list of 
20 questions on driving rules, with “true” 
or “false” boxes for checking. After 
this “examination” is finished, he, or 
she, exchanges the paper with the person 
sitting in the next chair and the presiding 
Department representative gives the cor- 
rect answers and explains them. Mr. 


Hults says that as most of those at- 





THE 25-YEAR CLUB of the National Union Cos., 
banquet recently at the Pittsburgh Athletic Association. 


to employes with 25 
officers, shown with William 
right) Edith M. George, 
Edgar, president; and Helen G. 


MacLean, 


vice pre sident ; : 
Richards, 





held its annual 
Awards’ were presented 


Pittsburgh, 


30 and 35 years of service with the company. The Club’s 


National Union president, 
C. Dallas Kinnear, 


secretary. 


(left to 
Opal F. 


are 
treasurer; 





Busy in Washington 








J. EDWARD DAY 


tending the improvement sessions err on 
a considerable percentage of the ques- 
tions they tend to query their own 
tendency of a “superior attitude” toward 
the police. 

Now to return to reasons for this 
program. Commissioner Hults feels that 
if a friendly approach is not made to- 
ward these multiple traffic violators then, 
after receiving a stiff penalty through 


licenses suspension or revocation, they 
will be no better off than before and 
most of them will be picked up by 


the police within a relatively short while. 
All of which does not improve highway 
safety statistics. As four out of five 
accidents are results of traffic violations 
the Commissioner rightfully concludes 
that if the state is able, through persua- 
sion, instruction and otherwise, to reduce 
violations then there will be fewer ac- 
cidents involving deaths, personal in- 
juries and property damage. Likewise 
such reductions will help ultimately to 
reduce insurance premiums for auto 
owners. 

Mr. Hults 


organized 


says the hearings he has 
have brought about a 33% 
drop in reappearance of traffic law 
violators, wheres as before the hearings 
were instituted in 1960 the percentage of 
repeat violators was much higher. It is 
expected that around 25,000 drivers will 
be formally called to hearings this year 
against somewhat over 6,400 in 1960 when 
the program was getting under way. 

Back to the session again. After the 
self-examination on driving knowledge 
is Over every person receives a copy of 
the manual covering motor vehicles rules 
in this state, the same manual used to 
guide those seeking drivers licenses. Next 
in the program is presentation of two 
motion picture films. One demonstrates 
correct driving under numerous types of 
situations where failure to adhere to the 
rules would result in accidents; the other, 
more dramatically presents the tragic 
results of failure to drive carefully. 

Then the Department representative, 
and Mr. Hults if he is present, emphasize 
to the “class” the value of correcting bad 
driving habits. The speaker states such, 
and not punishment, is the goal of this 
program of rehabilitation. Courtesy on 
the highway is stressed. More of this, 
Commissioner Hults sincerely feels, would 
eliminate 50% of present accidents. 

As a hearing closes many men and 
women thank Mr. Hults, or the Depart- 
ment official, for the instructions and 
friendly attitude displayed. The Depart- 
ment feels these people, and others, too, 
are not coming back to the police as 
traffic violators. They have learned their 
lessons and are thankful for the instruc- 
tions. On the other hand, there is al- 
ways a certain “hard core” of individual 

(Continued on Page 27) 
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Agents, Executives to 
Confer in Washington 


AT THE STATLER ON JUNE 21 





More Than 100 Leading Producers and 
Company Officers Will Meet to 
Discuss Rate Regulation 





More than 100 leading agents and in- 
surance company executives will meet 
on June 21 to discuss regulation of prop- 
erty and casualty insurance rates. The 
special meeting will take place at yea 
Statler Hotel in Washington, D. C. Ar- 
rangements for the meeting are being 
made jointly by the National Association 
of Insurance Agents and the American 
Insurance Association. 

Invitations have been issued by Porter 
Ellis, president of NAIA, to representa- 
tives from each of the state associations. 
In addition, members of the NAIA ex- 
ecutive committee will attend. Invita- 
tions have been extended as well to the 
executives comprising the executive com- 
mittees of the three stock company as- 
sociations—the Association of Casualty 
and Surety Companies, the Inland Ma- 
rine Underwriters Association and the 
penn il Board of Fire Underwriters. 

Guy Mann, vice chairman of AIA and 
senior vice president of the Aetna Cas- 
ualty and Surety, will serve as chairman 
of the meeting. The meeting is the result 
of a suggestion made in Philadelphia on 
April 18 at the mid-year meeting of the 
NAIA by H. Clay Johnson, executive 
vice president of the Royal Globe Insur- 
ance Companies. Mr. Johnson is chair- 
man of a joint committee to study rate 
regulatory laws, representing the three 
stock industry associations. 


Blackburn and Biersack 
Advanced by Royal-Globe 


C. Fred Blackburn has been elected 
vice president-multiple line of the Royal- 
Globe Insurance Companies. He will have 
executive charge of a new multiple line 
department which will handle policy 
forms involving combinations of fire, cas- 
ualty, inland marine and fidelity cover- 
ages. 

Kenneth D. Biersack has been ap- 
pointed secretary of all the companies 
assuming the duties formerly discharged 
by Mr. Blackburn. Mr. Biersack will be 
immediate assistant to Vice President 
Gordon Callan in charge of casualty un- 
derwriting and associated departments. 

Mr. Blackburn joined Royal-Globe in 
1947 as superintendent of the then newly- 
formed aviation department. In 1952 he 
Was appointed assistant manager of the 
casualty underwriting department and 
in 1955 was advanced to assistant sec- 
retary. He has been a secretary of the 
companies since 1958. He recently at- 
tended the advanced management pro- 
gram at Harvard University. 

Mr. Biersack joined Royal-Globe in 
1938 and served in the casualty under- 
writing, methods and planning, and sta- 
tistical departments. He was named 
manager of the special risk department 
in 1955 and has been an assistant secre- 
tary since January, 1 


N. C. RATE CHANGES 

Insurance Commissioner Charles F. 
Gold has announced approval of two fil- 
ings by the North Carolina Fire Insur- 
ance Rating Bureau. A 25% discount in 
special “multi-peril” rates for motels will 
be allowed by one change approved by 
Mr. Gold. He also approved a revised 
commercial property coverage program, 
which includes a 6% increase in premium 
rates. 





CONTINENTAL FIGURES 





America Fore Loyalty Parent Company 
Shows Assets Up $75,000,000, Surplus 
$85,000,000 in 1961 
The Continental Insurance Co., parent 
company of America Fore ‘Loyalty 
Group, has declared a quarterly dividend 
of 55¢ a share, payable June 12 to stock- 

holders of record May 29. 

The investment side of the first quar- 
ter report showed consolidated assets of 
the group at March 31, of $1,714,206,507 
at market value, up $70,000,000 since the 
end of 1960. Surplus for the Habpaoinines 
of policyholders stood at $885,000, 
market value an increase of $58 000000 

J. Victor Herd, chairman of the group 
said, “underwriting results for the first 
quarter, which caused the report to 
show a $3,000,000 operating loss for the 
period, are not directly comparable with 
results for corresponding periods of pre- 
ceding years. This was due partially to 
management decisions in two major 
fields. 

“Substantial reinsurance cessions were 
cancelled and resumed during January. 
The method of reserving installment 
term business was changed January. 1. 
The continuing integr ation and mechan- 
ization of operations among the 10 do- 
mestic companies of the group were also 
contributing factors. The effects of these 
and other unusual distortions in under- 
writing and operating figures should 
steadily diminish as the year progresses.’ 

Mr. Herd also stated that underwrit- 
ing results so far this year have shown 
substantial improvement in the casualty 
lines, but property coverages suffered. 


“No Prior Approval” Unity 





Urged by Berry of NBFU 


Blackstone Studios 
J. RAYMOND BERRY 


J. Raymond Berry, general counsel of 
the National Board of Fire Underwriters, 
urges independent insurance agents to 
join forces with companies in an effort 
to eliminate prior approval of rates. He 
issued his unity plea in an address be- 
fore the annual meeting of the Pacific 
Fire Rating Bureau in San Francisco on 
May 19. 

Outlining the position of the National 
3oard, Mr. Berry said: “Our basic effort 
will be to eliminate prior approval of 
rates.” He discussed “the division of 
thinking” between the companies and 
some agents and said “it would be un- 





1961. 





SPECIAL SUBSCRIPTION OFFER 


Subscribe to The Eastern Underwriter 
now at the old rate of $5 per Year—un- 
changed for fifteen years. The new rate 
of $7.50 per year goes into effect June 15, 


Until July 15, 1961 present subscribers 
may renew at the old rate provided they 
renew at $10 for two years or at $15 for 
three years. Watch for our letter—mailed 
May 25, 1961 to all subscribers—in which 
we make this Special Offer. 






















RESTAURANTS 


Hosts to Discerning Diners 
in Downtown New York 
FOR 3 GENERATIONS 
Fine food, at reasonable prices, in an 
atmosphere of refinement 
away from mid-town noise and pressure 


DINNER + COCKTAILS * LUNCHEON 


? 
a 


RESTAURANTS 
233 BROADWAY 
Just East of Bway. In Woolworth Bldg 
WO 2-8077 CO 7-3156 
DINNER — Mon. to Fri. until 8:30 
BANQUET FACILITIES 


144 FULTON ST. 








fortunate if the insurance business came 
to the next legislative session with the 
divisions in thinking which presently 
exist. 

“The National Board proposes to make 
every effort to eliminate those divisions,” 
he said. “Our immediate job, as we see 
it, is to explain to our agents our posi- 
tion (in the matter of no prior approval) ; 
the reasons for the position and the 
reasons why the agents would best be 
served by actively supporting that posi- 
tion.” Mr. 3erry said: “To that end, 
executives from companies of the Na- 
tional Board of Fire Underwriters, Asso- 
ciation of Casualty and Surety Com- 
panies and Inland Underwriters Associa- 
tion will meet with representatives of the 
respective state associations of agents 
on June 21, 1961. 

“Tt is our purpose to follow up these 
discussions with further contacts at the 
state level,” he continued, “so that by 
the opening of the 1962 sessions of the 
legislatures, there will be complete under- 
standing as between our agents and our 
companies.” 


Pepin Travelers Mgr. 


For Fire at Syracuse 


Gerald E. Pepin has been named man- 
ager, fire and marine lines at the Syra- 
cuse, N. Y. office of The Travelers. Mr. 
Pepin joined Travelers as a field super- 
visor, fire-marine agency department in 
1953 and in 1954 was transferred in this 
capacity to Syracuse. In 1957 he went 
to the home office in Hartford and was 
named training and sales promotion as- 
sistant in the casualty, fidelity and surety 
and fire and marine department. 

In 1958 Mr. Pepin was named assistant 
manager, fire-marine lines at the Hart- 
ford office and was responsible for super- 
vision and production of those lines at 
the New Haven, and Springfield, Mass. 
offices. In July, 1959, he was promoted 
to assistant manager, casualty and fire 
lines at Springfield. 


Farrow and North on 
Blum Automation Comm. 


Appointment of two members to the 
NAIA special committee on automated 
agency accounting, headed by Arthur F. 
Blum, Rockaway Park, N. Y., is an- 
nounced by Porter Ellis, CPCU, presi- 
dent of the National Association of In- 
surance Agents. 

The two member agents are Hubie M. 
Farrow, Jr., Red Bank, N. J., and Walter 
E. North, Bridgeport, Conn. Paul O. 
Dow, NAIA treasurer, is staff secretary 
to this committee. 


The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 





Bush is Re-elected 
President of NFPA 


OTHER OFFICERS CONTINUED 


Ahern, Marshall and Segeler Newly 
Named to Board of Directors; Ferg- 
uson, Forristall Renamed 


Loren S. Bush, chief engineer of the 
Pacific Fire Rating 


‘isco, was re-elected president of the Na- 


Bureau of San Fran 
tional Fire Protection Association at the 
meeting in Detroit. Mr. Bush is 
almost 40 years in fire pro- 


annual 
a veteran 


tion including a f 





yur-year term as a 
NFPA 
directors 
elected include: J 
manager of the safety 
division, E. I. du- 
Nemours Co., Wilmington, Del., 
resident: Warren 1. Baker 
president; arren | Saker, 
hief engineer and manager of technical 
lepartment, ance Co. of Nort 
rica, Phila ia, second vice presi- 


vice president of the following 
12 years as one ot its 

Other officers 
Sharp Queener, 


anc ire protection 



















de: Hovey F reeman, president, 
Manufacture ial F °0., Provi- 
lence R l iry- 
Directors 

Re-elected irman of the board of 

rectors is T Sedd ion Duke, Philadel 
phia, president of Star Sprinkler Corp 

Newl named to the 2l-man board of 


lirectors for three-year terms are: John 
J 4] ern, director of security, General 
Motors rp., Detroit, Michigan; Lewis 
4 Marshall chief of Providence, R. L., 

rtment; Segeler, di- 
: ition Bureau, American Gas 
Associa New York City 


Renamed t 1e board are R. H 





George 





Ferg- 
industrial rela 
Senet Cars ‘evel 1: 
»teel Corp., Cleveland; 
tall, general manager, Fac 


tory Insurance Association, Hartford 


uson, assistant director, 


ms, Rept 





Agents Protest Company 
Acts Under Direct Siting 


















It has recently becn brought to the 
he executive committee of the 
Insurance Board of St. Louis that cer 
mnpanics using the continuous pol 
es 1 direct bill ethods have been 
ploy I ndesitrable notification” 
the e s’ cus in event the 
ement s terminated either by the 
agent or the ompany It was stated that 
1€ ¢ has sent out a letter to the 
agoncy’s mers direct, indicating that 
p V cove r as of the ex 
pir n date, a I lat to the 
fact that the agent no longer repre 
sents their p company, they 
will no be a statement 
f premiun lis company did 
’ suggest that insured contact the 
ency tion of the automo- 





rance. The format being used by 





a direct can 








( S Situation, ctc thie 
executiv mnmittee feels that where an 
g has a company in his office, which 
writes a continuous policy and_ bills 
lurect, that the agency agreement bx 
gel id company should | 
reworded so that the con 
right whatsoever to con 





agent's customers in the 
event of a termination be tween the agent 


ind the company, regardless of the 
eason 

“We feel that this responsibility for 
renewing these assureds in another com 
pany is the responsibility of the agent, 
nd the insurance company should not 


; 1 
send a non-renewal notice, lette r, expira 

m notice, Or any other type of corre- 
spondence to the insured the executive 


l 





The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 


The Eastern 


Nsiniay Vice President 


American Home Assurance 
William S. Mooney has been elected 
a vice president of American Home As- 
Co., New York. He 


claim and loss department of the com- 


surance heads the 


pany and of its affiliate, Insurance Com- 
pany of the State of 

Mr. Mooney entered the business in 
1941 as an adjuster with the Glens Falls, 


and progressed to claims manager and 
then to country-wide field supervision. 


Pennsylvania 


Underwriter 





May 26, 1961 





He was secretary of the North British 
Group, New York City, and headed that 
group’s U. S. claims and loss depart- 
ments until he resigned to join American 
Home two months ago. 


Educated at Carnegie Institute of 
Technology, Pittsburgh, and the Univer- 
sity of Louisville (Kentucky), Mr. 
Mooney has been active in his profes- 
sional field. He is a member of the Fed- 
eration of Insurance Counsel. He sits 
on the examining board of the General 
Adjustment Bureau, and is also vice 
chairman of the casualty advisory com- 
mittee of the bureau. 


R. G. VEDELER RETIRES 
Richards G. Vedeler, special agent for 
the Springfield-Monarch Insurance Com- 
panies in New Hampshire, 
June 1. 


is retiring 
A graduate of Norwich Univer- 
sity, Mr. Vedeler joined the Springfield 
in 1926 and has served in the home office 
and in field work for 35 years. He has 
been active in the New Hampshire In- 
surance Club and has participated in 
numerous sponsored by the 
field club and by the agents’ association. 


seminars 
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Sims of Fireman’s Fund 


Elected SEUA President 


Thomas E. Sims, Jr., vice president and 
manager of the Southern department, 
Fireman’s Fund Insurance Group, Atlan- 
ta, was elected president of the South- 
Eastern Underwriters Association at its 
79th annual meeting. Mr. Sims succeeds 
Walter J. Christensen, recently retired 
president of the Loyalty Companies of 
the America Fore-Loyalty Group. 

Mr. Christensen, in his report to the 
meeting, pointed to the large number of 


deviations and independent filings that 
had gained approval by the state author- 
ities and recommended that state insur- 
ance regulatory laws be amended to 
provide that forms and rates be used 
upon filings, subject to subsequent dis- 
approval by the state regulatory author- 
ity. 

“Subsequent disapproval is not an un- 
tried regulatory concept,” Mr. Christen- 
sen said, reminding his hearers that “for 
many years four states have had it ap- 
plicable to property coverage and eight 
states and the District of Columbia have 
had it applicable to casualty coverages.” 


Adding, “It has worked,” Mr. Christen- 
sen enumerated the benefits as, “It tends 
to keep the price of insurance in line 
with the marketplace; it lessens political 
pressure on the insurance commissioner 
and it places the insurance agent and 
his company in a position not only to 
meet but to make the competition.’ 

The association elected Lester S. Har- 
vey, president of the New Hampshire 
Group as new vice president, succeeding 
Mr. Sims. John P. Woodall, Atlanta, 
was reelected manager. 

Mr. Sims is a native of Grantville, Ga. 
He attended Oglethorpe University and 
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It’s ALL YOURS—this mine of information on how 
to find and convert prospects into clients—and the ma- 
terials that do the job. No matter whether you sell your 
agency’s services through direct mail, 
radio, television, signs and displays, good will items or 


newspaper ads, 


special promotions, your HOME ADVERTISING AIDS FILE 
has what it takes to do a better marketing job for you! 


tions. . 


How to select superior prospects .. . 
maintain a productive mailing list . . 
your promotional budget wisely—IT’s ALL HERE! What 
-to send prospects and how to send it .. 
ad size and frequency . . 
—ItT’s ALL HERE! How to pick high-traffic outdoor loca- 
. select displays that pull . . 


. how to buy air time, 


how to build and 
. how to construct 


. how to decide on 
and when 


. special promotions 


and good will builders that sell hard—IT’s ALL HERE in 
your HoME ADVERTISING AIDS FILE! And so are the ma- 
terials, in each promotional classification, designed to bring 


you maximum results. 


Best of all, your FILE is a living promotion. The HOME will 
continue to supply additions and improvements to your 
ADVERTISING AIDS FILE, so it will go right on growing in 
usefulness, value and service. Use your FILE now—use it 
consistently—and watch that sales curve climb! 





Property Protection since 1853 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity and Surety Bonds 


59 Maiden Lane, New York 8, N. Y. 
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received business and executive training 
at Columbia University. He began =— 
Fireman’s Fund in Atlanta in 1927 and 
has served with the company in various 
offices both here and in Virginia. He has 


been Southern department manager 
since 1952 and is a vice president of the 
Group. 


He is on the governing board of the 
Virginia Insurance Rating Bureau, the 
advisory committee of the Mississippi 
Insurance Advisory Association, and the 
executive committee of the Cotton In- 
surance Association. 


Jeanette Keefer Heads 


Syracuse Insurance Women 

Jeanette Keefer of the Haylor, Haun 
& Freyer Agency, Syracuse, N. Y., was 
elected president of the Syracuse In- 
surance Women’s Association for 1961- 
1962. Other officers for the coming year 
include: Ann Passage, Jaquin & Com- 
pany, vice president; Nancy Wilson, 
American Surety Co., secretary; Mary 
Heath of Bowen, Perry & Fobes, as- 
sistant secretary; Theresa Taylor of 
Haylor, Haun & Freyer, treasurer: 
Catherine Goss of George Young Agency, 
assistant treasurer. ; 

3oard members for 
Penny Pettus, 
Commins, of 


the year are: 

Fireman’s Fund; Helen 
Geo. Reuter Associates, 
Inc.; Lillian Byrd of Strobeck-Allison 
Agency and Clara Frawley of Haylor, 
Haun & Freyer Agency. 

The newly elected officers and advisory 
hoard members will be installed at the 
association’s Annu il Bosses Nite Party, 
June 12, at the Hotel Syracuse. 


Brokers Offer $250 Prize 
ToN. Y. U. Law Students 


The Greater New York Insurance 
Bre %kers’ Association, Inc., announced a 
$250 prize offer for the best research 


paper by students of New York Univer- 
sity Law School on how the “trust and 
commission” clause applies to the stand- 
ard coinsurance clause when adjusting 
fire losses. Albert R. Lottman, acting 
chairman of the special awards commit- 
tee of the brokers, said the competition 
is the first phase of the new, compre- 
hensive research and educational pro- 
gram launched by the assoc ‘tation 
This part of the research and educz 

tional program, Mr. Lottman poy Wi “a 
be conducted in cooperation with_ th 
New York University School of Law 
The competition for the best research 
paper on this specific problem will be 
open to third-year day students and 
fourth-year evening students at NYU 
Law School. The competition will start 
with the academic year, beginning Sep- 
tember, 1961, and papers submitted by 
senior law students must be presented 
to Prof. Richard W. Duesenberg, Asso- 
ciate Professor of law at NYU Law 
School, by February bid 1962. 


Four Pressotions by Home 


The Home Insurance Co. of New York 
announces the following promotions in the 


company’s loss-claim division: William 
Goss to manager of auto physical damage 
division; Re ber rt Messeler to assistant 
manager of the auto physical damage 
division; John C. Sisiiens to assistant 
general ‘claims manz iger, and Arthur R. 


Griffin to assistant claims administration 
manager. 





MELIKIAN IN NEW POST 
The Employers’ Group announces ap- 
pointment of Carl Melikian as manager 
of the Pacific fire department. Prior to 
the Northern integration, Mr. Melikian 
was Los Angeles resident manager tor 
the Northern Assurance. 
Wm. E. MEADE ADVANCED 
William E. Meade has been elected 
secretary of the Farm and Home Insur- 
ance Co., whose home office is in Indiana- 
polis. He was formerly assistant to the 
treasurer of the company. Born in Phila- 
delphia, Pa., and reared in Indianapolis, 
Mr. Meade is a graduate of the Indiana 
University School of Business. 
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Rate Regulation Will be Subject 
Of Agent-Company Meeting in June 


move in the direction ot 


Ina 


understanding of rating legislation, a 


group of chief executives ol large, 


medium and small property and casualty 


insurance companies will meet next 


; 
ot 


month with a representative group 


agents trom the various state associa- 


Ann 


f the forthcoming 


tions uuncement 
meeting was made by H. Clay Johnson, 
executive vice president and general 


counsel of Royal-Globe Insurance Com- 
panies, before the members of the Na- 


Board at its 95th annual meeting 


“ommodore 
hnson, who is chairman of the 


board’s committee on laws, said the chiet 


executives at the meeting with the agents 
would be representing the National 
Board, the Association of Casualty and 
Surety Companies and the Inland Ma- 
rine Underwriters Association These 


organizations have come to agreement in 
rt of a rate regulatory bill providing 


supp 


of immediate use 





for filing wit! 





“It has been demonstrated tl 


ferences wit 





hin our own ranks can _ be 


ironed yut in the interest of the common 


good,” Mr 
To Expand Area of Agreement 


Johnson said 


“We propose to expand the area of 
agreement to include our agents and all 
those who seek to free the business from 
shackles It is 


our sincere hope that the pursuit of this 


unnecessary regulatory 


program will be the first and continuing 


order of business of the committee on 
laws in the coming year 
Commenting on trends, Mr 
Johnson said: 
2 > 1 
“A year ago in our annual 
disappearance 
business of prop 


regulatory 


report, we 
referred to the of the 
rules under which the 
erty insurance has been regulated, the 
threat to the continuance of rating bureau 
operations, the increased 
underwriting and the conse- 
quences that flow including 
the threat to the continued existence ol 
state regulation. We pointed out the 
need for subordination of individual dif- 
ferences in the furtherance of the com- 
mon good Re 
“At that time a joint committee of the 
National Board of Fire Underwriters, 
Association of Casualty and Surety Com- 
panies and Inland Marine Underwriters 
Association had already studying, 
I revision of 
rate regulation in an effort to correct 
the conditions just referred to. As you 
now, in December, 1960, that joint com- 


selectivity in 
some oO! 


theretrom, 


been 


. +} ee 
for several months, possible 








mittee recommended nine principles for 
incorp< ion in rating legislation. These 
nine principles were adopted by the 


National 
wo other associations 
kev principle ar 1 which the 
I ey principle around which the 
others revolve was filing of rates with 
ight of immediate 

noting 


membership of the Board and 





the 





use. It is worth 





here that 


this principle was 
adopted by the National Board of Fire 
Underwriters in 1945 when the All-In- 


dustry Committee and the Insurance 
Commissioners Committee were drafting 
rate regulation. At that time our chief 
executives were convinced that the great- 
est single threat to our business was the 
injection of political consideration into 
rating determinations. Experience under 
the prior approval laws has justified this 
concern 

“We are not alone in our belief that 
the pattern of rating legislation must 


betterbe changed. 


The National Association 
of Independent Insurers and individual 
independent companies are now on rec- 
ord as supporting the principle of filing 
with right of immediate use. 

“You are familiar with the so-called 
O’Mahoney Rating Bill for the District 
of Columbia, reintroduced at this session 


and Morse, which advocates this 
same principle of regulation. 

“T suggest the coming year will present 
an opportunity for the stock property in- 
surance business to join with those of 
similar mind and embark boldly on a 


pr 


program of change in rating legislation. 


This can not be accomplished if our 
agents do not understand the reasons 
that move us.” 


Fire Prevention Code 


Adopted by More Cities 


A total of 259 towns and cities through- 
out the nation took steps to promote 
greater fire safety during the past year 
by adopting the Fire Prevention Code 
drawn up by the National Board of Fire 
Underwriters. This increased to 1,809 the 
number of United States cities which 
have the Fire Prevention Code incor- 
porated in local laws or ordinances. 

la addition, 140 towns and cities during 
the past year adopted the National Build- 
ing Code, increasing to 1,343 the total 
number of adoptions of various editions 
of the code. These figures were con- 
tained in the report of the committee on 
engineering of the National Board. H. 
M. Mountain, president of the Aetna, is 
chairman of the committee. 

In its manifold activities for the pro- 
motion of fire safety, the National Board 
during the past year completed surveys 
and reports on the fire defense facilities 
ot 63 larger cities, including Minneapolis, 
Mobile and Savannah, Mr. Mountain 
said. The National Board has responsi- 
bility for surveys and reports on 466 of 
the larger cities of the United States, and 
surveys 
hive 


these cities about once every 


years 


Re-elect Officers of the NBFU 


JOHN A. NORTH 


President 





LESTER S. HARVEY 


Vice President 


John A. North, chairman of the board of the Phoenix of Hartford Companies, 
yesterday was re-elected president of the National Board of Fire Underwriters at 
the annual meeting in New York City. Re-elected vice president is Lester S. Harvey, 
president of the New Hampshire Insurance Group of Manchester, N. H. 

Charles P. Jervey, vice president of The Travelers Indemnity, continues as sec- 
retary and William E. Newcomb, chairman of the board and president of the Great 
American, was re-elected treasurer. Lewis A. Vincent, for many years general man- 


ager of NBFU, remains in that post. 


Improvement in Loss Adjusting 


For the past two years the annual 
report of the committee on adjustments 
has emphasized the need for improve- 
ment, country-wide, in adjusting 
practices, Chairman Allen M. Mills told 
the annual meeting. That this emphasis 
is beginning to bear fruit is apparent, 
but it is equally apparent that a great 
deal remains to be done in this direction. 
It would appear that members companies 
have been able to make important savings 
in the field of loss adjustment expense 
and that, henceforth, the dollar payment 
of losses is the area on which we should 
continue to concentrate in the interest of 


loss 





pointers... 


If so, there are a lot of angles to 


the need for machinery coverage 


now? 


=. 


Small Manufacturers Causing You Problems? 


or prospective client about proper coverage. 
Its important to establish a “horsepower level” when determining 
water damage coverage is most important. To make sure you're not 


overlooking these or any other items, you can use our May issue of 


“POINTERS” as a checklist. Why not write or phone for your copy 


LZTaZJ AGENCY, INC. 
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check before advising your client 


and to know the situations where 
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the insuring 
business. 


public and the insurance 

“In furtherance of this thought, your 
committee on adjustments, with the ap- 
proval of the executive committee, during 
the past year distributed to adjusters, 
country-wide, a bulletin outlining 12 key 
points involved in sound loss adjusting 
practices. It is hoped that all echelons 
of the business will continue to emphasize 


the need for adjusters to follow the 
recommended practices Mr. Allen said. 
In addition to sound loss adjusting 


practices, the committee on adjustments 
gave attention to a variety of other sub- 
jects during the year. In all, six meetings 
of the committee were held, as well as 
subcommittees. 

“The year just ended saw the inaugura- 
tion of a new method of conducting field 
surveys of loss adjusting practices. Under 


this method small mobile groups of 
qualified loss men visit the adjusting 
offices in a given city and through 


examination of work in that office, plus 
inspection of losses in the field, secure 
the data necessary on which to base con- 
clusions as to the quality of loss adjusting 
practices in that particular city. This 
system permits an analysis to be made 
more rapidly and hence results in ability 
to survey more cities. ‘ 

“Among the more important functions 
of the committee on adjustments is the 
providing of arbitration facilities to the 
companies. Through this service the in- 
sured can be placed in funds promptly 
and any disagreement between the com- 
panies as to their proportionate share of 
the loss resolved subsequently, During 
the past year, three fire-fire and five 
joint fire-inland marine arbitration mat- 
ters were resolved. Of these eight cases, 
five were unanimous decisions and three 
majority decisions. 

“In 1958 the fire-fire arbitration pro- 
cedure was revised to permit a more 
rapid evaluation of the issues on the part 


of the arbitrators. This revised proce- 


dure has been extended to the joint fire- 
(Contniued on Page 23) 
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National Board Keeping Abreast 
With Changing Needs of Companies 


The business of insurance is progres- 
sive and responsive to the changing needs 
of its customers, and the National Board 
of Fire Underwriters is continuously re- 
vising its techniques to keep abreast with 
requirements, Lewis A. Vincent, general 
manager told the National Board's 95th 
annual meeting at the Hotel Commodore. 

“It is essential that an association rep- 
resenting the fire insurance companies 
be similarly progressive in these days of 
rapid change,” he declared. A basic pol- 


icy of the National Board’s management 





LEWIS A. VINCENT 


is to have its operations under constant 
review at the various staff levels to keep 
in step with the times and the needs of 
its members, Mr. Vincent declared. 

“The history of the National 
has been one of stability without blind 
adherence to the past,” he said. “In its 
95 years of existence it has changed 
course and direction on more than one 
occasion. Yet, in such moves, we have 
avoided tendencies toward short term 
gains, relying rather on the long pull.” 

Looking back, Mr. Vincent recalled 
the origin of the work of the arson de- 
partment. One of the original purposes 
for which the National Board was or- 
ganized in 1866 was “to repress incendi- 
arism and arson” which was running 
rampant after the Civil War. 

Originally, the National Board sought 
to combat this crime by offering rewards 
for the apprehension and conviction of 
arsonists, he pointed out. However, ex- 
perience indicated the need for a more 
effective means of controlling the crim- 
inal firesetter and led to the establish- 
ment of a staff of qualified special agents 
to deal with arson. 

“Today the special agents of the Na- 
tional Board are recognized country- 
wide for their effective work in the fight 
against arson,’ Mr. Vincent said. “Times 
change and conditions change and the 
expansion of this work to wider scope is 
a reflection of changing times. 

“Today the committee on arson, theft 
and fraud is concerned with the crimes 
of theft and fraud which, in addition to 
arson, are of interest to underwriters in 
the inland marine field as well as fire.” 

The establishment of the National 
Board’s research division of the engi- 
neering department in 1944 was another 
“important step” in the development of 
new facilities to meet changing needs, 
Mr. Vincent added. 

The research division has proved its 
value by “keeping the membership ad- 


Board 


vised and furnishing inspection boards 
and bureaus with the latest information 
on new developments in chemistry, elec- 
tronics and nuclear science.” 


Fire Damage at Record 
But Real Losses Decline 


While estimated fire losses last year 
rose to record high of $1,107,824,000, an 
increase of 5.8% above 1959, the National 
Board of Fire Underwriters reported that 
fire prevention is paying off. Robert Z. 
Alexander, chairman of the committee 
on statistics and origin of losses, and 
president of the American Insurance Co., 
stated: 

“Despite this fourth successive year 
with fire losses in excess of a billion dol- 
lars, our fire prevention authorities are 
of the opinion that fire prevention en- 
gineering and educational activities have 
been instrumental in holding down the 
real loss as contrasted with the dollar 
loss which reflects the progressive infla- 
tion of the dollar since 1926.” 

Building fires in all United States com- 
munities of 2,500 population or more last 
year totaled 437,023, an increase of 44% 
over the 419,556 for 1959, 

Residential fires in 1960 numbered 310,- 
251, an increase of 844% over the 285,- 
796 for 1959. Fires in manufacturing 
structures totaled 22,893, an increase of 
5%% over the 21,760 in the preceding 
year; mercantile establishments 48,106, 
an increase of 3% over 46,651 for 1959; 
non-residential assembly (churches, 


schools, meeting halls, etc.) 17,569, an in- 
crease ‘of 1% over 17,409 a year earlier 
and fires in storage structures 7,351, up 
644% over 6,898 in the preceding year. 
Fires in the miscellaneous category at 
30,853 were down 434% over 41,042 in 
the preceding year. 

Other than building fires in commu- 
nities of 2,500 population or over totaled 
486,469, a shade below the 486,579 in 1959. 
“Other than building fires” include those 
in automobiles, boats, lumberyards out- 
door machinery, also brush fires. 

Fires, both building and other than 
building fires combined, totaled 923,492, 
an increase of approximately 2% over the 
906,135 for the preceding year. The fig- 
ures are estimates based on reports re- 
ceived from fire chiefs in 2,461 cities. 


211 Companies in NBFU 


The National Board now has 211 com- 
pany members. There were 16 new mem- 
bers this past year, with a loss of four 
through mergers and none by resigna- 
tion. The new members are as follows: 

Alpina, Balfour-Guthrie, Founders’, 
Great Northern, Illinois National, In- 
land National, Insurance Co. of St. Louis, 
Maritime, Midwestern Fire and Marine, 
Reliance Marine, St. Louis Fire and Ma- 
rine, Stonewall, Tokio Marine and Fire 
Union of Concord, Washington Fire and 
Marine, and Washington General. 


Loss Adjusting 


(Continued from Page 22) 


inland marine field, but the Association 
of Casualty and Surety Companies desired 
no change in respect to the joint fire- 
casualty procedure. 

“Report was made at the last annual 
meeting of the appointment of a sub- 
committee to work with similar represen- 
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tatives from the Inland Marine Under- 
writers Association and the Association 
of Casualty and Surety Companies in an 
effort to solve the ever-increasing prob- 
lems of over-lapping coverages created 
by the newer and broader forms of poli- 
cies. These subcommittees have been 
meeting throughout the year and con- 
siderable progress has been made. In 
addition to the associations already men- 
tioned as participating in this project, the 
burglary, glass and boiler machinery 
division of the National Bureau of Cas- 
ualty Underwriters and the Surety As- 
sociation of America are now repre- 
sented.” 


April Fire Losses Drop 

Bh sae fire losses in the United 
States during April totaled $95,486,000, 
the National Board of Fire Underwriters 
reports. The April figure was 12.6% be- 
low the $109,222,000 for March of this 
year, and 2.7% under the $98,106,000 for 
April, 1960. 

In the first four months of this year, 
the dollar value of property damaged or 
destroyed by fire was $438,566,000, an 
increase of 85% over the $404,202,000 
for the like period of 1960. 
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Fire Prevention Stressed in PR 


Public relations activitites of the Na- 
tional Board during the past 12 months 
were outlined by Chairman K. B. Hatch 
of the committee in the report to the an- 
nual meeting yesterday. 

The public relations and publicity func- 
tions are now carried on through Insur- 
ance Information Institute which has 
completed its first full year of operation. 
Included in these functions are the educa- 
tional activities which in the past have 
been joint projects of the National Board 
with other insurance organizations and 
publications such as Fire Insurance Facts 
and Trends and the Property Insurance 
Fact Book. These publications will now 
be integrated into the Institute’s plan 
for industry-wide public relations activity. 


The board’s technical functions in the 
field of fire prevention and protection 
of life and property from explosion, 
windstorm and other causes remain a 


staff activity which continues to receive 
major emphasis. Recognizing that a 
National Board public relations depart- 
ment might lead to confusion, the depart- 
ment as such was dissolved but its con- 
tinuing functions are being conducted 
under the direction of the manal office. 


Fire Prevention Activity 


“The National Board has long been the 
leader in the vital eae against fire,” 
the report says. In the field of fire 
prevention education and in the dissemi- 
nation of fire prevention information, 
wholehearted cooperation from the pub- 


lic, government, business and industry 
lends strength to the never ceasing 
struggle to preserve life and property 
from the ever present spectre of fire 
“While public attention to the need 
for fire prevention is concentrated on 


the three major campaigns org 


each year—Fire Prevent ion Week, Holi- 
day Safety and Clean Up W eek—our 
work is not confined to these campaigns 


Fire is a year round threat 
committee is happy to 
National Board's fire p 
are reflected in the 
day by 
lit 


and your 
report that the 
revention activities 
week by week and 
for fire prevention 
for advice on local fire 
tion ns and for motion 
and speakers on the subject 
“We note a conti end 

community fire safety programs. This is 
something the National Board has 
many years for more effec- 
tive public cooperation in the cause of 
fire prevention. It has fr enypenth more 
efficient use of our fir prevent ion 
literature and motion Teed, in better 
dination of speakers’ activities and 
more effective local publicity. During 
the past year, community activity was 
reflected in the wider National 
Board material 





day requests 


erautre, > preven- 





prog pictures 


‘ — 
wa4rd 


stressed for 


coor 


use of 


Fire Safety Committees 


“The city-wide and county- wide fire 
safety committees coordinating the efforts 
of civic authorities including fire serv- 
ices, service organizations, insurance 
agents, schools and many other groups 
including Boy and Girl Scouts have 
pooled their efforts to spread the fire 
prevention story to homes and places of 
business. This has resulted in a smaller 
number of individual orders over the 
past years but an increase in use of 
National Board pamphlets and posters 
calling attention to the never-ending pos- 
sibility of fire and the need for constant 
vigilance against it 

“News media added 
surance Information 
its distribution means, provided feature 

and newspaper mats for use 

Fire Prevention Week. In addi- 
fact sheets, widely distributed, 
provided the material for editors, writers 
and speakers. Radio and television spot 
announcements were supplied to every 
station throughout the country for broad- 


their impact In- 
Institute, through 


stories 
during 


tion, 


casting use. These spot announcement 
together with a Fire Prevention Week 
minute movie and 20-second film spots 
carried the message to listeners every- 
where. 

“The Holiday Safety and Clean Up 
campaigns, while not observed with all 
the enthusiasm and public participation 
as Fire Prevention Week, nevertheless 
reflected the cooperation of the public in 
the elimination of the dangers of fire. 
The National Board distributed pam- 
phlets prepared especially for each oc- 
casion and, in addition, distributed a 
new 20-second television spot announce- 
ment and its Christmas film ‘The Happy 
Chief’ to some 200 television stations 
around the country. With more than 
800 announcements supplied to radio and 





TV stations for Christmas Safety and 
more than 600 announcements for Clean 
Up Week, the cause of fire safety was 
ably championed by the broadcasters.” 
° ’ 
President's Address 
(Continued from Page 1) 
we need to redouble our efforts here. I 
know you are aware of difficulties in 
securing adequate rates in certain areas 


as well as in certain classes of business, 
but more must be geen rape to con- 
vert these results to a profit so essential 
if capital is to retain its interest in our 
enterprise. 

‘The National Board is dedicated to 
preserving property from destruction by 
fire so it is our pt essing duty to search 
for additional or better w: Lys of doing it. 

1 am glad we } 


nave thi s 


Underwriters 


organization 


Annual 


Meeting 





working for us in this battle. It would 
seem almost hopeless if we tried to 


tackle it separately and individually. We 
need all the help we can get from what- 
ever source, but it is not so much what 
we say here today, rather it is what we 
do from now on that will count the 
most. 

Fire Prevention is Effective 


“In years past we have followed the 
practice of reporting property values 
destroyed by fire each month on a na- 
tion-wide basis. In 1960, for example, 
the 12 months produced an estimated 
property loss by fire of $1,108,000,000. 
This is a staggering figure and its im- 
pact on our economy should never be 
underestimated. Whereas insurance may 
provide the means of reimbursement, the 
destroyed property itself is an economic 
loss never to be recovered.” Mr. North 
emphasized. 

“We are sometimes queried as to what 
progress is being made in the reduction 
of fire loss with all the money and time 
expended in fire prevention work. To 
answer this question we must bear in 
mind that there has been a very rapid 
growth in our national wealth. With 
the greater exposure of values a truer 
perspective would be the relation be- 
tween property values destroyed by fire 
and our national wealth. In using the 
latter term I am referring to reproducible 
assets such as buildings, equipment and 
contents. 


“With 


due 


allowance for inflationary 
impact on the ratio of dollar fire loss 
compared to national wealth measured 
in the value of things that burn, we can 
gain seme encouragement. For instance, 
from 1896 to 1904, the ratio of fire losses 
to national wealth was .293%. Twenty 


1915 to 1924, 
Then from 1935 


years later, 


had dropped 
190% 


to 1944 there 
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was another drop to .107% and more re- 


cently from 1955 to 1958 the ratio to 
national wealth was reduced to only 
091%. 


“In other words, during those 60 odd 
years, the fight paid dividends by reduc- 
ing this ratio by as much as two-thirds! 
It is easy to overlook this interesting 
fact when the monthly reported fire 
losses in the U.S.A. became so astro- 
nomical !” 

President North stressed the value of 
membership in the National Board and 
cited major improvements in loss adjust- 
ment practices. Work being done by the 
NBFU justifies costs even though non- 
members enjoy the results of extensive 
engineering and other services. He said 
that “we are fortunate to have specially 
trained engineers capable of reporting 
on the rapidly changing hazards of this 
atomic age. 


Transportation of Hazardous Materials 


“Our engineering committee initiated 
a project this year designed to minimize 
the serious disaster possibilities ever 
present in the transportation of extra 
hazardous materials over our nation’s 
highways. Thus it is a project designed 
to safeguard life and property through 
a system of directing extra hazardous 
over certain designated routes in 
order to avoid congested highways and 
heavily populated districts. Much of the 
ground work of this project exists in 
regulations of the Interstate Commerce 
Commission and in statutes of various 
states. 


cargos 


“However, lack of uniformity in regula- 
tions, absence of enforcement measures 
and a certain confusion of non-uniform 
regulations at both state and local level 
have made observance by truckers al- 
most impossible,” President North de- 
clared. “We have now prepared a book- 
let designed to guide those administer- 
ing and subject to such regulations. It 
is called ‘Safeguarding America.’ Also, 
we have prepared a five-minute film for 
speakers to assist them in a visual ex- 
planation of such a highway program 
having to do with transporting extra 
hazardous materials.” This short film was 
initially shown following Mr. North’s 
remarks. 

“Still another development which has 
a direct bearing on underwriting and loss 
prevention is the current use I recently 
mentioned of radioactive materials in 
commercial enterprise or in laboratories. 
While it is within the scope of the 
underwriter to evaluate the hazard as 
to a particular risk, the far reaching 
impact on a whole community is not 
likely to be considered. Measures neces- 
sary to meet the exposure from such 
hazards, the training of those charged 
with public safety and a realization of the 
collateral problems in case of disaster 
are phases that cannot be fully ap- 
preciated except by the sort of survey 
that covers the entire community ex- 
posure. Obviously one knowledgeable 
service can more economically survey 
such hazards, the extent of protection, 
as well as the means of prevention, 
better than all of our companies attempt- 
ing the same kind of thing individually 
even if we were competent to do so,” 
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Professional Approach Essential 


For Better Use of Survey Selling 
By Dr. Epwin S. Overman, CPCU 


Assistant Dean, American Institute for Property and 
Liability Underwriters, Inc. 


Knowledge of the product and ability to 
make expert surveys of risks are essential 
keys to sales success, Dr. Edwin S. Over- 
man, CPCU, assistant dean, American In- 
stitute for Prope rty and Liability Under- 

writers, Inc., told the New York State 
Association of Insurance Agents at its an- 
nual convention in Syracuse. Extracts from 
his address are given in two parts, with 
Part II following: 


In building a contiuously expanding 
and loyal clientele, the professionally- 
minded producer must concentrate his 
attention on the task of reducing, in the 
mind of his client, the image of chaos 
regarding hazards and coverages and re- 
place it with a systematic and orderly 
“image” of his personal insurance pro- 
gram which will create grateful and last- 
ing respect by the client for his insur- 
ance producer. 

It is the major point of this paper that 
the insurance producer should consider 
“the whole hog,” to put it in the verna- 
cular, rather than simply sell a policy 
to meet a specific need. And when a 
holistic approach is used consistently, 
there will be much less likelihood that 
the client will be left holding a pile of 
policies with chaos thereby reigning su- 
preme, 


Needed: A Method for Systematizing 
and Visualizing the Client’s Total 
Exposure 


Survey selling is designed to assist 
the client in visualizing his total needs 
for insurance together with the best 
possible procedure for meeting these 
needs. Stated differently, survey selling 
places in proper perspective the various 
hazards facing the client and suggests 
ways and means of providing maximum 
over-all protection against these hazards. 

3ut since most insurance clients do not 
have unlimited funds for the purchase of 
all forms of insurance available, an at- 
tempt must be made in survey selling 
to assign certain “priorities” to the var- 
ious insurance needs in a given case. The 
assigning of such priorities generally is 
gauged by the extent or degree of pos- 
sible financial harm which would result 


from the happening of the contingency 
insured against. 


Need for All Lines Facilities in an 
Agency 
It should be readily apparent that un- 
less the insurance producer has facili- 
ties within his agency for life insurance 
and health coverages, as well as for 
property-casualty insurance, then he is in 
no position to “coordinate” in a profes- 
sional manner all of the insurance needs 
which surround his client. If such all- 
lines facilities are not available, the agent 
will be forced into the illogical position 
of trying to survey only half of his 
client’s needs for coverage without re- 
gard for the other half. 


Obviously, there cannot be a sound and 
sensible program of protection mapped 
out for a client unless “all” of the facts 
about his exposures as well as his finan- 
cial resources available to be spent for 
insurance protection have been placed in 
full view. 


Now it may be that a life insurance 
specialist, such as a CLU, will be needed 
as a partner particularly with respect to 
the client who has a complicated set of 
insurance needs. But the fact remains 
that the all-lines insurance approach is 
the only sensible, the only logical, the 
only realistic point of view for servicing 
the client in a truly professional manner. 

For those who still have not observed 
the unmistakable trend to the availability 
of fall lines of coverage in one insurance 


company, the Life Insurance Agency 
Management Association reports for 
1959 that 165 property-casualty insurance 
companies had life insurance affiliates. 
The results in 1960 reveal a total of 194 
property-casualty companies with life in- 
surance facilities. In order to view the 
clicnt’s needs in a holistic manner and 
then coordinate coverage in order to 
maximize his total protection for the 
premium dollars he has to spend, all lines 
facilities must be made available to the 
insurance producer and to his client. 

It should be pointed out also that 
whenever an insurance producer coordin- 
ates the protection for his client “across 
the board” rather than by confining his 
writings only to property-casualty lines, 
he will therefore likely lessen his concen- 
tration on the “commission” paid on a 
given line and observe only the aggre- 
gate commission for the entire account. 
Thus, his coverage recommendations will 
be based upon the ideal protection for the 
client without being influenced by com- 
mission considerations on each policy. 

In due course, he will put his entire 
attention upon performing the best con- 
ceivable program of protection for the 
client and accept on pure faith the abso- 
lute fact that the financial reward for his 
endeavor will take care of itself. This 
is the ultimate in professional philosophy. 

An Essential Secret to Sales Success 


Fundamental to this entire discussion 
is the fact that unless the practitioner 
“knows his product” he is most unlikely to 
enjoy financial success in the insurance 
business or any business for that matter. 
It is incumbent upon the insurance prac- 
titioner, therefore, to study and improve 
his understanding of the various prin- 
ciples and practices in the insurance 
business. A thorough understanding and 
recognition of the numerous insurable 
hazards which face his potential clients 
are vitally important to his future suc- 
cess. But basic to all understanding is 
a firm foundation in the insurance con- 
tracts, both specified-peril and package, 
in current use today. 

Reference has already been made to 
the advanced work in CPCU. Immedi- 
ately preceding this advanced work lies 
the national educational program of the 
Insurance Institute of America which 
was organized in 1909 in Philadelphia. 
This pre-CPCU program of insurance 
education now occupies its place in the 
new headquarters at The American Cen- 
ter for Insurance Education in Bryn 
Mawr, Pa. The Insurance Institute of 
America (better known as I.1.A.) has 
recently been adopted by your National 
Association of Insurance Agents as their 
recommended procedure for improving 
the understanding of insurance prin- 
ciples, practices and coverages by agents 
throughout the United States. 

Classes are designed to operate locally 
with national examinations given twice a 
year. Thus, the local agent now has at 
his disposal a complete program of inter- 
mediate (IIA) and advanced (CPCU) in- 
surance education which can be easily 
organized in each local community if a 
program does not already exist there. 
The local agent, therefore, has the op- 
portunity to improve his knowledge of 
his product by engaging in a locally ad- 
ministered, continuous, insurance educa- 
tional program. And improv ed “product” 
knowledge is indeed the essential secret 
to sales success. 


The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 








REGIONAL 


INLAND MARINE 


TEAM 


Royal-Globe’s local Inland Marine team pro- 
vides you with unexcelled service in three 
ways... through qualified and ready assist- 
ance in solicitation of all your Inland Marine 
prospects ... through on-the-spot premium 
quotations . . . through coverage tailored to 


your insured’s requirements. 


Royal-Globe’s team consists of a local under- 
writer and a mobile salesman and they are 
on call NOW. For top service in Inland 


Marine, call your local Royal-Globe Inland 






Marine team and get earnest solicitations, “MULTIPLE-LINE” FELDMAN 
competitive quotations, and custom-built 


coverage. 
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Birthday Tributes 
Overwhelm Sullivan 


42 YEARS IN FIRE INSURANCE 
Phil Winchester at Best as Toastmaster 
At Testimonial Dinner for America 
Fore’s N. Y. Production Manager 





Joseph G. Sullivan, metropolitan, N. Y. 


production manager of America Fore 


Loyalty Group, will long remember the 
OOth birthday 
16 by 72 


in our 


dinner given to him May 
friends, which was highspotted 


May 19 The Drug & 


issue. 





JOSEPH G. SULLIVAN 


Club affair 


a good fellowship atmosphere 


Chemical where the 


held, 


where 


was 
had 
attending was on 


nearly everyone 


a “first name” basis with his neighbor 
At the table “Joe” 


tained an outward appearance of dignity 


head Sullivan main- 


and calm for a full nour of tributes and 


finally when he was “given the floor” he 
gave an appreciative saaiiaias the iull 
effect of his rich Irish humor 


As always Phil Winchester, head of 


Winchester Associates, Inc... New York, 
was superb as toastmaster. He handled 
adroitly comments from the floor and 


kept the program moving at a fairly even 
pace. As the first speaker, he called on 
Walter D. Sheldon, America Fore vice 


president, who is “Joe” Sullivan’s boss. 
Paying a well earned tribute, Mir. Shel- 


General Brokers Outing 
Charles M. Dorfman, president of the 
General Insurance Brokers’ Association 
of New York, Inc., announces that the 
third annual outing of the association will 
be held on Thursday, June 15, at the 
Glenmere in Chester, N. Y. A full pro- 
gram of activities is being arranged. In 
addition, there will be facilitites for lake 
or pool swimming, golf and horseback 
riding. The affair is open to all and those 
interested in attending may contact Mar- 


tin D. Cowan, chairman, at 45 John 
Street, New York or the association of- 
fice, CO 7-0167. 


WILLIAM A. BATES DIES 
William A. Bates, who operated an 
insurance business in Brampton, Ontario, 
for many years, died May 10. He was 
former mayor of the village and warden 
of Peel County. 


don said that when he came to the home 
office a few years ago “Joe was of inesti- 
mable help to me in meeting people. He 
really knows his way around!” 

Other America Fore officials introduced 
were Paul V. Hartelius, vice president, 
and Frank Ennis, retired vice soho pec 
A message was read from J. Victor Herd 
board chairman, who regretted his in- 
ability to be present. 

The Drug & Chemical Club rose to the 
occasion by presenting the guest of hon- 
or with a birthday cake. 

». C. Niver, executive vice president 
of the New York Board of Fire Under- 
writers, another speaker, demonstrated 
an ability to dramatize an event of this 
nature which some of his friends did not 


know that he possessed. Then, William 
T. Murphy, Seoamad manager for the 
eastern department of General Adjust- 


sete Bureau, made a presentation to Mr. 
Sullivan of a TV set, wrapped in gold 
paper and ribbons, which was one of 
the “surprises” of the evening. “Joe” 
will be glad to tell his friends about this 
TV set, just for the asking. 

Gus Drescher, vice president, Marine 
Midland Bank, joined with other speak- 
ers in tribute and he was followed by 
Joseph Sullivan, Jr., a chip off the old 
block. He urged the diners to give a big 
hand to Clarence Fuss of Fuss and Haar- 
mann, Inc., the dinner chairman. 

Finally the cry echoed through the 
dinning room, “we have kept Sully quiet 
too long.” Up on his feet, smiling with 
appreciation, “Joe” Sullivan acknowl- 
edged the compliments received and, in 
turn, put the spotlight on many of those 
present in recognition of their friendship 
to him 


over the years. 
This is his 42nd year in the business 
and his friends hope that he will be 


around for a long time to come. 


WEGHORN 
IS AHEAD OF 
THE FIELD 


THE coverage for KEY execs! Place your key-man 
policies with Weghorn—the company that knows and 
understands executive insurance. Another way Weg- 
horn builds better business for brokers. 


John C. Weghorn Agency, Inc. 
102 Maiden Lane, N. Y. 5, N. Y. DI 4-8420 








We have the IMAGINATION 
to insure 97% of all sub- 
standard risks. 











Wins Excelsior China 





Craig Thorn, Jr., left, congratulating J. 
Fred Waldron on winning the set of 
Syracuse China awarded by the Excelsior 
at the convention. 


Continuing a precedent started several 
years ago, the Excelsior Insurance Co. 
of New York, Syracuse, presented a 
set of Syracuse China to J. Fred Waldron 
of New Rochelle, the winner at the 79th 


annual convention of the New York 
State Association of Insurance Agents 
held at Syracuse. Craig Thorn, Jr., 


Hudson, director of Excelsior, presided at 
the drawing and Joseph A. Neumann, 
Jamaica, drew Mr. Waldron’s name. 

The Excelsior also entertained the 
ladies at the convention for luncheon at 
the Country House of the Hotel Syra- 
cuse. Mrs. Forrest H. Witmeyer, wife 
of President Witmeyer; Mildred T. Linn, 
secretary; Frances C. Richards, assistant 
secretary; Virginia M. Harkins, and 
Luella C. Kempf acted as hostesses at 
this occasion. 
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J. A. BOYDEN’S NEW POST 
Joins Arthur Eaton & Associates, Inc., 
New York, as V.P.; Formerly With 
George F. Brown & Sons 
James A. Boyden, formerly 
New York office of George F. 
Sons as assistant vice president in 
charge, has just joined Arthur Eaton 
and Associates, Inc., 9-11 Maiden Lane, 
New York, as vice president of the firm. 
Mr. Boyden brings to his new connec- 
tion a background of 26 years in fire- 
casualty underwriting. After attending 
University of Illinois and graduating 
from Blocmfield (N. J.) College and 
Seminary, he began his insurance carecr 
(1935) with the U. S. branch of the 
Eagle Star in New York. In 1937 he 
became a fieldman for the Potomac in 
northern New Jersey territory. Shortly 
thereafter he joined the Pacific Fire of 
New York as an underwriter in the mid 

west department. 

Mir. Boyden then operated his own in- 
surance and real estate agency in Bloom- 
field but sold it during the war years. 
He returned to the company ranks in 
1950 with Firemen’s of Newark as an 
underwriter and later went to Triboro 
\gency, Inc. in New York to handle its 
metropolitan fire business. In April, 1955, 
his connection with George F. Brown & 
Sons began. He was assistant manager 
at first and won promotion in June, 
1958, to assistant vice president in charge 
of the ? 


with the 
B rown & 


New York office. 


H. C. MAKARIUS DIES 
H. Charles Makarius, 60, owner of the 
H. C. Makarius Insurance Co., Dayton, 
Ohio, died May 11. He operated the 
insurance company 35 years. 
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Fire Underwriting Manager 
For Appleton & Cox, Inc. 





JOSEPH SORGE 


Appointment of Joseph Sorge to the 
post of manager, fire underwriting de- 
partment, has been announced by Ap- 
pleton & Cox Inc., insurance managers 
and underwriters in New York City. Mr. 
Sorge assumes responsibility for fire un- 
derwriting nationally, effective June 1. 

Prior to joining Appleton & Cox, Mr. 
Sorge had served in an executive ca- 
pacity with several prominent insurance 
groups. His experience encompasses 42 
years in the insurance business. 

Mr. Sorge has been a member of the 
executive committee of the New Hamp- 
shire Board of Underwriters, and for 
more than 25 years prominently identi- 
fied with Blue Goose International. He 
has been active in and today is an officer 
of the New York Ex-Fieldmen’s So- 
ciety. 

Mr. retired from the Peerless 
earlier this month as vice president and 
prior to his connection with that com- 
pany he had been associated with the 
Caledonian since 1944 in underwriting 
and field activities. 


Sx ree 


Kenney and Moat Are 
Advanced by Glens Falls 

The Glens Falls Insurance Co, an- 
nounce appointment of Vice President 
Laurence A. Kenney as senior under- 
writing executive in charge of all prop- 
erty, casualty and bonding lines of in- 
surance handled by the company. 

Douglas C. Moat is named secretary 
and director of sales of the Glens Falls 
under the supervision of Vice President 
E. B. Gill, director of production. Mr. 
Moat will assume these new duties and 
responsibilities in addition to those re- 
quired by his position as director of 
agencies for the United States for the 
National Life of Canada. 

Mr. Kenney began his career with the 
Glens Falls at its home office in 1929, 
following graduation from Dartmouth 
College and Amos Tuck School, where 
he received his Master’s Degree in Busi- 
ness Administration and Finance. 


Disneyland Hostess 
Visits Philadelphia 


Philadelphians have much in common 
with California’s Disneylanders. This 
fact was endorsed when the City of 
Brotherly Love welcomed a_ personable 
young visitor from “the happiest place 
on earth—Disneyland, U. S. A.” 


Mrs. Donna Rochelle, manager of 
Disneyland’s only information center, 
“Carefree Corner,” was welcomed to 


Philadelphia by James Morrison, exec- 
utive director of the Philedalphia Con- 
vention and Visitors Bureau. “Carefree 
Corner” is maintained by Insurance Com- 
pany of North America in behalf of its 
more than 20,000 independent agents 
throughout the world. 

Mrs. Rochelle stopped traffic as she 
crossed Philadelphia’s busy intersections, 
attired in Gay Nineties dress, her daily 
costume at INA’s information center. 
Daily visitors to the INA center, sign in 


Abbie Glover to Retire 


Abbie G. Glover, secretary-librarian 
of the Insurance Library Association of 
Boston, retires on June 30, after 39 years 
of outstanding service to the Library. 
The trustees of the Insurance Library 
Association of Boston honored Miss 
Glover at a luncheon held at the Parker 
House. A. Brooks Parker, Jr., vice presi- 





at the registration desk where there are 
56 guest books—one for each state of the 
Union, the District of Columbia, and 
each U. S. territory. 


dent of the Boston Insurance Group, 
is president of the Insurance Library 
Association. 

Miss Glover will attend the annual 
meeting of the Special Libraries Asso- 
ciation in San Francisco and accompany 
a library group on a trip to Hawaii. 


Bié Bill 


(Continued from Page 18) 


consistently untouched by kindness or 


leniency who will soon again be driving 
recklessly, going through red lights, 
crossing “no passing” lines, 


AN 
HASY TRICK 
FOR 
AITNA AGENTS 


speeding, 


failing to heed “Stop” signs, etc. and 
getting arrested or receiving summonses. 
Commissioner Hults and his associates 
don’t expect miracles, but rather a slow, 
steady improvement in driving habits of 
persons who have heretofore demon- 
strated they are not “good drivers.” This 
doesn’t mean necessarily failure to under- 
stand mechanical operation of an auto- 
mobile, but rather lack of full knowledge 
of traffic rules or deliberate disobedience 
of such. To date the results are highly 
encouraging, the Commissioner com- 
ments, and because of that more and 
more “hearings” are being arranged 
throughout New York State. 





HERE’S HOW IT’S DONE Use our Marine Magic Kit to uncover new business in May and June. You'll 
find sales tips and selling tools to help you write personal and commercial lines such as wed- 
ding presents, cameras, yachts, outboards, contractors’ equipment and transportation. Ask 
your Aetna fieldman to show you how to perform some Marine Magic this month. 
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Re-elected Chairman of 
Cargo War Risk Exchange 





W. IRVING PLITT 


W. Irving Plitt, vice president of At- 
lantic Mutual, was re-elected chairman 
~~ the American Cargo War Risk Rein- 
surance Exchange at the annual meeting 
in New York City. 


The War Risk Exchange was formed 
in 1939 and started operations just a few 
months prior to the outbreak of World 
War II. Through this exchange, insur- 
ance companies are able to develop a 
wide spread of their cargo war risk li- 
abilities. 

Harold Jackson, president of Wm. H 
McGee & Co., was re-elected vice chair- 
man; George Insel man, president of Ma- 
rine Office of America, was re-elected 
deputy vice chairman; Edward R. King 
was re-elected secretary and Romer F 
Weyant was re-elected treasurer. 


NORTHERN DIVIDEND 
The Northern Insurance Co. of New 
York has declared a quarterly dividend 
of 37%¢ a share on the common stock 
payable August 16 to stockholders of rec- 
ord August 1. 


Revised U. S. Program for 
Merchant War Risk Covers 


The United States government has an- 
nounced a revised marine war risk insur- 
ance program for merchant vessels. The 
program embraces the underwriting by 
the government of binders insuring war 
risk. These binders provide interim 
coverage between the time commercial 
insurance on shipping is canceled by 
war and the application of regular war- 
risk insurance under Government control 
of shipping. 

Thomas E. Stakem, Maritime Adminis- 
trator, who announced the binder pro- 
gram, said it would take effect on 
June 8, upon the expiration of war-risk 
binders now in effect. They have been 
extended several times while the new 
program was being worked out 

The commercial insurance has been 
rewriting shipping insurance clauses to 
meet new conditions. Mr. Stakem said 
that the new commercial provisions, 
which became effective on March 7, had 
been found to be “more favorable to 
ship-owners than the 1959 clauses previ- 
ously offered.” 

A prime change in the insurance was 
the cancellation clause. It now terminates 
the policy the moment a major war 
begins, involving any of the five major 
powers—the United States, Britain, 
France, the Soviet Union and Communist 
China. The only exclusion is a claim 





Allstate Auto Club is 
Formed With $12.50 Fee 


Allstate Enterprises, Inc., a Sears, Roe- 
buck & Co. affiliate, has launched a mail- 
order motor club with an annual fee of 
$12.50. Allstate Insurance Co. will write 
the insurance benefit that goes with club 
membership. The $12.50 fee covers both 
husband and wife and a second car. 


Excelsior Dinners in N. J. 


President Forrest H. Witmeyer of the 
Excelsior Insurance Co., Syracuse, N. Y., 
announces two dinner meetings of the 
company’s agents in New Jersey, held 
May 24 and May 25. The Wednesday 
evening meeting was held at Ivystone 
Inn at Pennsauken (near Camden) and 
the Thursday evening gathering at Old 
Mill Inn near Barnardsville. 

Officially representing the company 
were President Witmeyer, Vice Presi- 
dent Donald P. Littlefield and Assistant 
Vice President J. Paul Pizor from the 
home office; also the chairman of the 
executive committee and director, Harry 
L. Godshall, Atlantic City; execut've vice 
president and director, Alfred C. Sinn, 
Clifton, and Field Supervisor William D. 
Olsen. * 


for loss caused by the hostile act that 
may cause the war, and then only if the 
act causes a war within 90 days. 

As for the binder itself, Mr. Stakem 
said it was geared to go into effect 
upon the occurrence of any prior act 
leading to an outbreak of war between 
any of the five named major powers 

The amended binder program, as did 
the one it supersedes, will be available 
not only on United States-flag vessels, 
but also on certain foreign-flag vessels 
owned or controlled by United States 
interests under the flags of Panama, 
Honduras and Liberia. These are the 
so-called “flags of convenience” vessels, 
which are considered recallable and avail- 
able to the United States as naval auxili- 
aries in time of emergency. 

The Maritime Administration’s under- 
writing agent is the American War Risk 
Agency, 99 John Street. Forms and in- 
structions for filing are obtainable from 
the agency. 
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Daenzer on Broad Lloyd’s Market 


Large buyers’ needs for a world market 
for insurance were stressed by Bernard 
J. Daenzer, president of Wohlreich & 
Anderson, Ltd., New York City, in a talk 
before the Insurance Conference of the 
American Management Association here. 
He said that it is essential that needs of 
big insurance buyers be met with the 
best coverages, including “very broad 
lower expense 

handling, less bookkeeping and easy 
administration, tailored contracts which 
fit the peculiarities of your trade and 
your particular mode of operation. 


wordings, fewer policies, 


“Also automatic coverage for all sorts 
of mergers and acquisitions, income tax 
advantages where they are legally 
proper, adequate deductibles with built- 
in safeguards, less danger of gaps in 
cover or of overlapping of covers.’ 

It is Mr. Daenzer’s contention that 
while the domestic insurance market can 
provide many fine coverages despite 
restrictions imposed by state laws the 
market at Lloyd’s of London can render 
vital service for major risks. 

“The big point to the consumer and 
the large broker is the absolute necessity 
for the opportunity, the right to use a 
free market where wide underwriting 
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knowledge, imagination, initiative, con- 
siderable fortitude, complete freedom of 
action and a willingness to experiment is 
available to provide you with the best 
possible coverage at a very reasonable 
price. Consider some examples of broad 
or special coverage available in the 
London market. 

“There is nothing more embarrassing 
than to have all risks on contents and 
named perils on the building, and then 
find that you have a gaping hole in the 
roof but no contents damaged. In flood 
and surface water cases we find that 
there is more danger to the U. & O. than 
to the real and personal property. Very 
often the cost of removing silt from 
machinery is modest but the time element 
in waiting for the clean up is terrific. 

“You can see the advantage of the 
package with full blanketing of build- 
ings, contents, rents, business interrup- 
tion, accounts receivable, valuable papers 
—whatever dollar values are exposed. 

“It is recommended that you pyramid 
your top values. Give the corporation 
full replacement cost, not only on build- 
ings, but also machinery and equipment, 
furniture and fixtures, improvements and 
betterments. It is not that expensive 
to get appraisals of all real and personal 
property. If you want to save any money 
at all, save it on the bottom. There 
are some brokers who regularly use the 
technique of what we call taking it 
off the bottom and putting it on the 
top. A modest deductible will often save 
enough to buy full replacement cost 
across the board and selling price on 
stock. 

“The whole program is aimed at sim- 
plified bookkeeping and easy administra- 
tion. You have automatic coverage. You 
have one policy instead of 15 or 16. You 
have a maximum limit any one location 


in the world. The coverage can be 
written at a fixed premium with an 
annual check of values to determine 


subsequent years, or the entire coverage 
can be geared to sales, units produced, 
payroll, number of rooms, gallons or 
whatever you want to pick as a base or 
measure of property exposure.” 


THURMAN TO HANDLE AGENCY 

Cad P. Thurman, Louisville, Ky., for- 
mer state agent for America Fore, who 
was twice Insurance Commissioner of 
Kentucky, has been named trustee for 
the Karl H. Rothrock agency of Louis- 
ville. Mr. Rothrock has assigned his 
assets to Mr. Thurman, who will en- 
deavor to work out the situation to the 
best of his ability. 


N. Y. BOARD LOSSES RISE 


There were 1,446 incurred losses for 
$5,541,705 assigned in March tto the com- 
mittee on losses and adjustments of the 
New York Board of Fire Underwriters. 
This compares with 1,562 losses for $4,- 
319,945 in March, 1960. For ‘the first 


three months of 1961 Secretary E. C. 
Niver states the committee received 3,944 
losses for $11,144,615 against 3,810 losses 
for $9,299,620 in the same period last 
year. 
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ones Sees Gains in Auto Field; 
Sprague New President of NAUA 


The Safe Driver Plan and the Special 
Automobile Policy together have proven 
to be a valuable underwriting tool and 
an “extremely effective competitive de- 
vice,” President Tudor Jones told the 
annual meeting of the National Auto- 
mobile Underwriters Association in New 
York City this week. Mr. Jones, who 
is vice president of the Aetna Insurance 
Co., and who has served two years as 
head of NAUA, was succeeded at_ the 
3lst annual gathering at the Hotel Stat- 
ler by Mortimer E. Sprague, vice pres- 
ident of the Home Insurance Co. 

“When the Special Automobile Policy 
was first introduced, many companies 
were not equipped to take full advantage 
of the features of the policy,” Mr. Jones 
stated. “Obviously, its greatest advan- 
tages accrue to those carriers in a posi- 
tion to accammodate themselves to its 
unique features. It is most encouraging 
to note that certain companies which 
have not been using the Special Automo- 
bile Policy are now tooling up for its use. 
There are those who believe that the 
concepts embodied in this policy, while 
somewhat unique today, will be the es- 
tablished practice of tomorrow and that 
a proper establishment of these concepts 
will mean an increased volume of de- 
sirable business. 


Regaining Business Previously Lost 


“The Special Autmobile Policy Pro- 
gram has been successful in retaining 
desirable automobile insureds and_ at- 
tracting business previously lost or un- 
available to our type of companies. It 
thus deserves intensive merchandising 
through advertising and other promo- 
tional efforts. The return to each com- 
pany in the form of good automobile 
risks will be in direct proportion to the 
sales effort. 

“From May 1, 1960 to March 24, 1961, 
this association introduced rate changes 
in 37 states. These resulted in over-all 
premium revenue increases in 12 states 
and reductions in 25. This follows the 
previously set pattern in that the re- 
ductions far outnumber the increases. 
The 1960 rate revisions result in an aver- 
age reduction in premium revenue of 
1.6% and if revisions effective thus far 
in 1961 are included, the average reduc- 
tion is about 2%,” President Jones con- 
tinued. 

“While tabulations of underwriting re- 
sults for NAUA companies are not com- 
plete, all indications point to another 
modest profit in aggregate for our com- 
panies. Underwriting results reported in 
Insurance Expense Exhibits for com 
panies comprising 90% of the volume for 
association member and stock agency 
subscriber companies show a 5%% un- 
derwriting gain on collision and a 442% 
gain on other than collision coverages 
for an ageregate combined physical dam- 
age result of 5 


Loss Sane Slightly Higher 


“The loss ratio for the entire physical 
damage line for association companies 
was slightly higher for 1960 than for 
1959 but was still below the 1958 loss 
ratio. The total volume of losses in- 
creased slightly and was nearly matched 
by an increase in volume of premiums 

-arned. Premium writings remain un- 
changed—just over a billion dollars for 
all companies reporting. 

“The claim frequency for comprehen- 
sive and collision insurance on private 
pasenger cars was practically unchanged 
from that of 1959. The average size of 
loss, however, increased slightly, produc- 
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MORTIMER E, SPRAGUE 


ing an increase for both comprehensive 
and collision in the cost of losses paid 
per car insured, The slight upturn in 
average size of loss in 1960 represented a 
reversal of the downward trend in this 
average in the prior two years.” 


Dekker Vice President 


Nicholas Dekker, vice chairman of the 
America Fore-Loyalty Group, was 
elected vice president and James L. Dor- 
ris, president of the Hanover, was re- 
elected treasurer. 

In addition to these officers, who are 
also ‘members of the board of directors, 
four directors at large and four repre- 
senting the regional territories were 
elected. Directors at large are: J. Harry 
Bibby, executive vice president of the 
United States Fidelity & Guaranty Com- 
pany; C. C. Boaz, executive vice pres- 
ident of the New Amsterdam Casualty; 
James M. Bugbee, vice president of 
Maryland Casualty, and George L. 
Hampton, IJr., vice president of the 
Phoenix Insurance Co. Their terms ex- 
pire in 1963. 

The regional directors 
East—Melvin Karpf, vice president ot 
the Service Fire; Pacific Coast—John 
J. Campion, vice president of the Phoe- 
nix Assurance; South—E.D. Schane, re- 
gional manager of the Royal-Globe In- 
surance Companies, and West—John G. 
McFarland, vice president of the Na- 
tional Union Fire. 

Hold-over directors at large whose 
terms expire in 1962 are: Reese F. Hill, 
vice president of the Crum & Forster 
Group; T. B. Kelley, United States man- 
ager of the Commercial Union-North 
British Group; Guy E. Mann, senior 
vice president of the Aetna Casualty & 
Surety, and H. V. Williams, vice pres- 
ident of the Hartford Fire. 

Other members of the board, by virtue 
of their being past presidents, are: | 
Victor Herd, chairman of the America 
Fore-Loyalty Group; Tudor Jones, vice 
ne of the Aetna Insurance Co., 


elected are: 


and A. C. Seymour, executive vice pres- 
ident of the Royal-Globe Insurance 
Companies. 


Howard S. Omsberg continues 
retary and manager. 

Statistical Operations 

“The volume of statistical operations, 


as Ssec- 


as measured by the number of punch 
cards processed, also remains stable at 
51% million—slightly below the volume 
in 1959 but greater than that of 1958. 
Plans are underway to acquire equip- 
ment which will enable the association to 
accept the report of statistics on tape as 
well as on punch cards,” President Jones 
revealed. 

“The association continues to act as 
filing agent for private passenger rating 
programs which differ from standard fil- 
ings. Since May, 1959, the NAUA has 
received approximately 105 requests for 
‘special’ agency type filings. We have 
processed 76 of these filings with various 
Insurance Departments. These included 
a number of elements different from the 
standard such as merit rating plans, 
classification plans, miscellaneous cover- 
ages, single interest and errors and omis- 
sions forms, auto homes coverage, sub- 
standard risks and special rating plans 
for writers of finance business. 

“These agency filing requests required 
that the association make well over 1,000 
individual filing submissions to Insurance 
Departments. As a_ specific example, 
filings on behalf of mutual company 
subscribers who are also affiliated with 
the Mutual Insurance Rating Bureau ac- 
counted for more than 300 of these 
filings. 

“Most of the state regulatory authori- 
ties have recognized the propriety of the 
association to act as ‘filing agent’ for its 
member and subscriber companies and, 
while in certain cases special procedures 
were required, no insurmountable prob- 
lems have developed in that area. The 
fact of the matter is that the process 
has worked very smoothly and many of 
our companies have taken special pains 
to compliment the staff on the success 
of this program. 


Individual Rating 


“Many of these experiments are hastily 
conceived and untested innovations. 
Some will prove sound but others will 
be unsound and costly. However, the 
urge to develop individual rating ap- 
proaches is strong and the association 
recognizes the need to assist its com- 
panies in this area. The National Office 
is geared to handle any volume of this 
activity which is in the interests of our 
member and subscriber companies. 

“Pursuant to a review of rating funda- 
mentals, it was revealed that in the com- 
mercial area changes should be made, 
particularly in collision premiums. It 
was demonstrated that higher premiums 
were needed on more costly units and, 
consequently, a study of the Commercial 
Section of the Manual led to a revision 
of some of the rating elements. This 
included a re arrangement and reduction 
in the number of price groups for all 
coverages and, as to collision insurance, 
new relativities as between these price 
groups and collision deductibles. 

New Collision Curve 

“Particularly important is the new col- 
lision curve developed to establish a 
more realistic spread between the $50, 
$100 and $250 deductible schedules. Ac- 
tual experience indicates an even greater 
differential than exists in the collision 
tables to be filed but this could not be 
accomplished in one step. A further ad- 
justment will be made at a later date. 
In addition, the tables of premiums have 
been extended so that the display will 
include premiums for units with original 
cost now in excess of $10,000. This elim- 
inates the use of a formula in arriving 
at the premiums for many commercial 
risks,” explained Mr. Jones. 

“Your association is aggressively pur- 
suing efforts to achieve greater uniform- 
ity with the National Bureau of Casualty 
Underwriters in the area of coding, terri- 
torial definitions and manual rules. Joint 
committees of both organizations meet 
frequently to resolve common problems 
and much progress has been made. 


Action in Tennessee 
“Relations with Insurance Departments 
generally remain very good although 
there are several troublesome areas. One 
currently in the news is the situation in 
Tennessee. In September, 1960, the Ten- 
nessee Insurance Commissioner disap- 
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Storeowners Policy 


By Travelers in Conn. 
The Travelers has launched in Connec- 


ticut a new package 
“Storeowners Policy,” affording to store- 
owners the advantage of multiple peril 
insurance coverage at reduced cost. The 
new policy, believed to be the first offered 
by a major company in the United States, 
provides basic coverages for loss of 
stock, loss of improvements, losses due 
to business interruption and storeowners 
liability. Several options are available, 
including burglary and robbery, water 
damage from plumbing or heating 
systems, transportation coverage and 
other perils. 

“We feel this policy solves a basic 
problem facing storeowners who have 
previously had to purchase many separate 
policies for the coverages they desired,” 
Vice President V. V. Roby said. “Under 
this new plan they can lump all their 
insurance needs with one company, 
through one agent and financed under 
our monthly premium budget plan. One 
policy also means one handling charge 
lower administrative costs and avoidance 
of expensive overlapping coverages 

It was pointed out that while Connec- 
ticut is the first state in which this plan 
has been introduced plans are now being 
made to extend it to other sections of the 
country. 


policy called the 





proved rate filings made by the asso- 
ciation and the National Bureau on the 
ground that, to qoute the Commissioner, 
‘The basic unfairness, unreasonableness 
and discrimination resulting from such 
concerted rate making procedure (by 
rating organizations) is most cbrices., 

“The association promptly joined wit 
the National Bureau in seeking jedicial 
review of the Commissioner’s order in 
accordance with prescribed statutory pro- 
cedure. The petition for review requested 
the Circuit Court of Davidson County, 
Tenn., to set aside the Commissioner's 
order as improper and illegal and remand 
the filings to the Commissioner for con- 
sideration on the merits. After extended 
litigation, which included a decision fav- 
orable to the rating organizations by the 
Chief Justice of the Tennessee Supreme 
Court, the Circuit Court on May 2, 1961, 
vacated and set aside the Commissioner’s 
disapproval order and remanded the 
filings to the Commissioner for consider- 
ation on the merits in accordance with 
the requirements of the Tennessee rate 
regulatory law. 

“The Court held that the reason given 
by the Commissioner in disapproving the 
rate filings by the association and the 
National Bureau was arbitrary and 
illegal. Our latest information from 
Tennessee is that the Insurance Commis- 
sioner intends to appeal the decision to 
the Tennessee Supreme Court. If the 
appeal is made, it is unlikely that the 
case will be heard before October or 
November. In the meanwhile, of course, 
the association is following the situation 
closely. 
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“Government Angling 


For Foothold In Ins.” 


J. S. KEMPER SEES NEW THREAT 
American Motorist Insurance Co. Chair- 
man Cites Workmen’s Comp. Bill, 
Reveals 1960 Company Figures 

bill before Congress could gain for 
the Federal government a_ strong and 
perhay ups dangerous foothold in the work- 
men’s compensation insurance field, 
James S. Kemper last week told the 
annual stockholders meeting of Ameri- 
can Motorists Insurance Co. in Chicago. 
Mr. Kemper, who is board chairman of 
that company, said: 

“Of serious consequence to the entire 
insurance industry is a bill in Congress 
giving the Federal government jurisdic- 
tion in f injury to employes in 
occupatic ms having a radiation exposure. 
TI his is another effort toward government 


cases O! 


intervention in successful free enter- 
pr ise. ‘" 

sved several years, the insurance in- 
dustry has worked effectively toward 


designing insurance protection for nuclear 
facilities. “As an other areas, private 
enterprise can and will be more efficient 
and economical than a government 
bureaucracy,” Mr. Kemper declared. 
‘And so,” he warned, “we have the 
responsibility as citizens to see that the 
future of the republic is not endangered 
by enactment of legislation that will move 
us closer to a welfare state ind state 
socialism as well as by excessive Federal 
g, confiscatory taxation and wage 
increases that price our products out of 


the world markets.’ 
Company Had “Good Year” 


Reporting on a successful 1960 for the 
pany, Mr. Kemper said that increas- 





spendin 











ing competition did not prevent the com- 
pany from having a good year. > com- 
pany, which is 35 years old this year, 
recorded new highs in sales, assets and 
earnings 


Premiums written for 1960 totaled $56,- 
229,002. an increase of $5,205,252 over 
1959. Assets reached $92,567,059, an in- 
rease of $9,791,448. Total earnings were 
$8,253,307, with $5,947,847 from under- 
writing and $2,305,460 fri 
\MICO, which sells polic 
icyholder- saetiale pation 
$4,846,697 in dividends to policyholders 

Stockholders received $300,000 in cash 
lividends and a capital stock dividend 
at the rate of one share of stock for 
each 20 held on December 28, 1960. The 
apital account was increased from $5,- 
000,000 to $5,250,000 





m investments 
ics on the pol 
plan, returned 


Aetna Casualty’s Nolan to 


Retire as Newark Manager 
John H. Nolan, manager of Aetna Cas- 
Ity & Surety’s Newark office since 1937, 
] 


will retire June 1 under the company’s 
‘etirement plan after a total 37 years’ 
service 

Mr. Nolan, who will be succeeded by 


Roy Brown, 
field, Ill 


= ¢ 


former head of the Spring- 
office, went to Newark in 1930 
experience in the home office in 
Hartford He headed the agency and 
accident departments at Newark 
Active in insurance 

throughout his career, Mr 
past president of the Casualty Under- 
writers Association of New Jersey and 
for the past ten years has served as New 
Jersey chairman of the national advisory 
committee of the Association of Casualty 
and Surety Companies. , 








organizations 
Nolan is a 


RATE CONTROVERSY DISCUSSED 


Noted Speakers Explore State Regula- 
tion Controversy at American Mw 
Ins. Alliance Annual Meeting 
Three present and three former state 
insurance commissioners explored the 
growing controversy over easing state 
regulation of insurance rates at the 
three-day annual meeting of the Amer- 
ican Mutual Insurance Alliance this week 
at the Edgewater Beach Hotel, Chicago. 
Two hundred presidents and chairmen of 
member companies of this national asso- 
ciation of major mutual property-casualty 
insurance Organizations attended. 
Present insurance commissioners who 
parti ig uted are S. Gerber, Illinois; 
as Parker, Vii irginia; and E. R. Smith, 
P Bentsen Former commissioners 
are: R, E. Dineen, Milwaukee, vice pres- 
ident Northwestern Mutual Life; C. F. J. 
Harrington, Boston executive vice presi- 
dent, National Association of Casualty 
and Surety Agents; and N. R. Johnson, 
Chicago, general manager, American Mu- 
tual Insurance Alliance. 
Other speakers included: 
McCracken, University of 
professor of business conditions and 
former member of President Eisen- 
hower’s three-man Council of Economic 
Advisers; N. C. Flanagin, Chicago, pres- 
ident, Lumbermens Mutual Casualty; J. 
P. Jacobs, Stevens Point, Wisc., presi- 
dent Hardware Mutual Insurance Com- 
panies; R. R. Neal, Washington, D. C. 
general manager, Health Insurance As- 
sociation of America; W. W. Foot, 
Kitchener, Ont., general manager, Eco- 
nomical Mutual Insurance Co.; N. M. 
Knowlton, Salem, Mass., president, Holy- 
oke Mutual Fire, and W. A. String- 
fellow, Washington, C. general man- 
ager, National Association of Mutual 
Insurance Agents. 
Speaker at Tuesday's 
President John T. 
Institute of 


Paul W. 
Michigan, 


luncheon was 
Rettaliata of Illinois 
Technology, Chicago. 


GEORGE ELECTED PRESIDENT 

The Automobile Casualty Underwriters 
Association of New York, at their recent 
annual meeting held in the Drug & 
Chemical Club, New York City, elected 
the following officers: Harold M. George, 





United States Fidelity & Guaranty, pres- 
ident; Theodore V. Schmitt, Hartford 
Accident & Indemnity, vice president, 


and James Liesner, 


; Aetna Casualty & 
Surety, 


secretary-treasurer. 


The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 














Munich Management 
Names Maltman, Bunnell 


MADE MEMBERS OF THE BOARD 


Morris, Drew and Haselein are Advanced 
In Company’s Southern Department 
At Atlanta 


James P. Maltman, executive vice pres- 
ident of the Munich Management Corp. 
of New York City, and C. Sterling 
Bunnell, senior vice president of the 
First National City Bank of New York, 





Blackstone 


ROBERT L. MORRIS 
have been elected to the board of direc- 
tors of the Munich Management Corp., 
it has been announced by James Inzeril- 
lo, president. Munich Management Corp. 
is U.S. manager of Munich Reinsurance 
Co., U. S. branch. 

Mr. Inzerillo also announced the elec- 
tion of Robert L. Morris, as vice presi- 
dent and manayer of the southern de- 





Blackstone 
WILLIAM E, DREW 


partment in Atlanta, William E. Drew 
as vice president and casualty manager, 
and Guenter W. Haselein as assistant 
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YOU 
HAVE 
MANAGEMENT 
GOALS? 


One of the nation’s leading multiple 
line insurers is seeking qualified 
men to enter sales management train- 


ing in its regional office. 


Insurance sales or sales management 
experience and a college degree are 
a must. This direct writer is one of 


the fastest growing companies in 
the industry which makes this op- 
portunity a rare one indeed. Starting 
salary is in the $7,200 to $8,000 range 
with prospects of reaching double 


figures in the very near future. 
Reply in confidence to: 


Box +2916 


The Eastern Underwriter 
93 Nassau Street, N. Y. 38 











vice president and facultative manager 


of the southern department. 
Careers 


Mr. Maltman came to the Munich in 
August 1960 from American Mutual Re- 
insurance of Chicago, where he had been 
employed since 1946, serving as secretary 
since 1950. 

Mr. Morris, who has been southern 
department manager of the Munich since 
1957, previously had the title of assistant 
vice president. Before joining the Munich 





GUENTER W. HASELEIN 


a commercial 
underwriter with the 
Fire, associate under- 
American Mutual Rein- 
surance, and fire and marine manager 
of the Atlanta office of the American 
Automobile Insurance Co. He is a grad- 
uate of Georgia Tech. 

Mr. Drew was promoted from the posi- 
tion of assistant secretary. He came to 
the Munich in February 1959 also from 
the American Automobile Insurance Co., 
where he had been employed since 1950. 


(Continued on Page 34) 


he had been, successively, 
fire and marine 
Liberty Mutual 
wr.ter for the 
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“Here and There” Observations on 
Insurance Shares Market Trends 


By SuHetsy Cuttom Davis 
Managing Partner, Shelby Cullom Davis & Co., New York, N. Y. 


Here is another of the commentaries written by Mr. Davis on the insurance shares 


market trends, as influenced by company results, wee or mergers and 
ments of new policies such as the Home of New 


with reduced commission on renewals. 


announce- 
York’s quarterly automobile policy 


The author notes that persistent buying has 


been taking place in life insurance stocks and gives as the reason: Life stocks are again 


becoming fashionable. 


After their heady advance in the first 
quarter, property insurance stocks have 
been marking time in recent weeks. The 
first quarter reports have not been good. 
Fire losses for the first quarter were 12% 
higher than a year ago and it is difficult 
to show good figures in the face of this 
trend. Fortunately March and April have 
both been below last year and hope still 
“springs eternal” with investors that 1961 
will turn out to be a reasonably good 
year after all : 

The first quarter of 1960 was abnorm- 
ally good which has made for an even 
sharper contrast. Insurance Company of 
North America had a 38% underwriting 
loss versus a profit of 18% a year ago. 

Glens Falls had a 7.5% underwriting loss 
versus 1.9% last year. Springfield had 
a 7.9% underwriting loss. The big Con- 
tinental Insurance lost $14 million on un- 
derwriting compared with loss of $10.2 


million last year. Peerless had a loss of 
9.3% vs. 5.9% last year 
Bright spots are Western Casualty 


with a loss of only 1.3% 
24% for the 12 months ending March 
3lst. General America Corp. of Seattle 
had total adjusted earnings of $2.64 per 
share versus $2.54 a year ago with a rise 
in net worth of 219 


and a profit of 


The Star Performers 


Security-Connecticut of New Haven 
and New Amsterdam, now being joined 
in marriage, have been the star per- 
formers. Last month Security rose 24% 
and New Amsterdam 17%. Western 
Casualty has also been strong, based 
upon superior first quarter figures, up 
15%. On the other hand, Great American 
and Home of New York have been off 
about 10% from their peaks, with heavy 
storm losses reported for both. 

At the Richmond meeting of the Fin- 
ancial Analysts Federation several weeks 
ago, J. Victor Herd, board chairman, 
America Fore Loyalty Group, indicated 
that 1961 might be the reverse of 19060, 
that the end might be a great deal 
stronger than the beginning. He thought 
underwriting results on the whole would 
be better than last year. He also pointed 
to the industry’s efforts to solve the 
automobile problem and that action was 
now being taken where a few years ago 
there was only talk. His talk was con- 
structively viewed by the hundreds of 
analysts present. 

Although the Massachusetts Bonding- 
Hanover affiliation and the Standard 
Accident-Reliance affiliation are regarded 
as certainties, the market is still a 
Doubting Thomas. In both cases the 
share exchange is to be share for share 
and presumably Massachusetts Bonding 
and Hanover should be selling at the 
same price, as should Standard Accident 
and Reliance. The fact is that Massa- 
chusetts Bonding has been selling about 
5% below Hanover and Standard Acci- 
dent about 5% below Reliance. So arbi- 
t-ageurs have been at work. 


Hartford Fire’s Record Growth 


Hartford Fire has not joined in the 
advance because of the huge offering of 
Hartford stock which came out of Aetna 
Life last month. Demand has therefore 
been satisfied for a time. But for this 
technical situation, Hartford would prob- 
ably be selling considerably higher. Its 
record of growth in investment income 
reads like one of the great growth stocks 





in America: Up 10% last year, 55% dur- 
ing the last five years and 175% during 
the past 10. And yet Hartford is selling 
for only 26 times its investment income 
while industrial growth stocks command 
40-50 times in today’s inflated stock mar- 
ket. 

Many investors are waiting with bated 
breath to learn the outcome of Connec- 
ticut General’s litigation against the 
New York Insurance Department. For- 
mer Governor Thomas E. Dewey argued 
the constitutional aspects of the case 
before the Court of Appeals and should 
Connecticut General win and be per- 
mitted to enter the property insurance 
business and still retain its New York 
license, marriage brokers will go into 
action. This could provide a stimulus for 
the insurance share market of the future. 

Home’s announcement of its quarterly 
automobile policy with a reduced com- 
mission on renewals nieces favorable 
attention among investors. Without get- 
ting into the technicalities, this proposal 
seems to indicate a more aggressive mer- 


the insurance bill seems less when paid 
quarterly rather than annually. 


Persistent Buying of Life Stocks 


Persistent buying has been taking 
place in life stocks from the most con- 
servative institutional quarters. There 
have been some prodigious advances. 
Last month National Old Line of Little 
Rock, of which Winthorp Rockefeller isa 
director and stockholder, rose 27%, fol- 
lowed by Franklin, Commonwealth and 
Government Employees Life up 19%. 
Since the first of the year gains of 40- 
50% have not been uncommon. The life 
market has sprung into action and in 
earnest. 

What is the cause? Life stocks are 
again becoming fashionable. The Federal 
tax has been settled and the companies 
demonstrated in their 1960 statements 
that they can take this in stride. The 
earnings improvement last year and thus 
far this year seems particularly good 
contrasted with the drab earnings pic- 
ture of industrials. President Kennedy 
held a White House Conference on heart 
and cancer. There is more talk than ever 
of possible breakthroughs. 


There have been many eo dividends, 
Franklin recently 25%, Crown Life of 
Toronto 100%, Monumental 25%. 

At the Richmond meeting of the fin 
ancial analysts, Frazer B. Wilde, chair- 
man, Connecticut General, and Charles 
A. Taylor, president, Life Insurance of 
Virginia also spoke. Their talks were 
also bullishly construed. With life in- 
surance in force only 60% higher than 
one year’s national disposable income, 
there’s no problem of market saturation, 
according to Mr. Taylor. The outlook 
would seem to be for higher earnings. 

Mr. Wilde warned against expecting 
too much from life company annual re- 
ports to stockholders because an explicit 
earnings figure simply is not possible due 
to the long term nature of the life busi- 
ness. A committee of the analysts had 
previously oriticized life insurance com- 
pany reporting and the annual reports 
were termed among the worst of any in- 
dustry. Mr. Wilde absolved the industry 
of this charge because of the nature of 
the business. A five year, or better yet, 
a ten year view of the i increase of capital 
and surplus and insurance in force is 
better, in his opinion. 





Amer. F.&C. Names Top Producers; 
Hears Hays, Lemmon and Bradshaw 


American Fire & Casualty of Orlando, 
Fla. elected officers to its 1961 Royal 
Palm Club at the recent 33rd meeting 
of the club in Orlando. 

Officers are chosen by loss ratio—the 
representative with the lowest loss ratio 
is president; next lowest. vice president, 





chandising policy which many investors etc. W. G. Johnstone of Houston was 
feel the insurance business has long president of the 1961 Royal Palm Club 
needed. A quarterly policy would also with a loss ratio of 13.9%. Karl D. 
permit greater flexibility in rating and Griffin, Riviera Beach, Fla., was vice 
Specializing in— 
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president, with a 14.6% loss ratio. M. H. 
Connelly, Harlingen, Texas, 
tary, with a ratio of 185%; and 
Lester W. Huey, Leesburg, Fla., was 
treasurer, with a 22. 6% loss ratio 

The company’s officers, department 
heads, and ten special agents, all at- 
tended the meeting to honor club mem- 
bers. The club is composed of the indi- 
vidual top company producers who earn 
membership by high production and sat- 
isfactory loss ratio. There 


Was secre- 
loss 


were repre- 
sentatives present from much of the 
company’s territory of 17 states, District 
of Columbia, and Puerto Rico. Royal 


Palmers in 1960 wrote premiums of five 
million dollars, with a combined loss 
ratio of 40.7%. This group, representing 
1/20 of all the company’s repres¢ ntative 
wrote 40% of the total wk: 
ume. 

Membership in the 196] club was at- 
tained by writing $45,000 in net premiums 
during 1960, with an incurred loss ratio 
not exceeding 50% 
of five years, 
representative 
pany, if less 
tions are 
selves. 


company’s 


based on an average 
or the length of time the 
has been with the com- 
than five years. Qualifica- 
set by the members them- 


“If You'll Just Try” 


Company President Walter L. Hays 
was the first speaker and set the theme 


of the meeting. “You can do anything 
you want to do, and see anyone you 
want to see if you'll just try.” 
Continuing, he said, “The insurance 
industry is based upon a_ partnership 
between the agent and the company. 


This partnership is as old as the insur 
ance business, and we believe it will con- 
tinue. The company services the agent 
and the agent services the policyholder 
Regarding direct writers, Mr. Hays 
said, “The Insurance business is under 
going a revolution. There are a lot of 
changes being made in companies’ oper- 
«tions. It was all started by the direct 
writers and it is now being followed by 
many other companies. One instance of 
change is that some companies relieve 
the agents of some work by issuing the 


policies from the home office, and col- 
lect the premiums. Of course, the agents 
receive less commission.” 

George S. Bradshaw, first vice pres- 


ident and treasurer, in discuss: ng Hurri- 
cane Donna, said: “Donna was the most 
expensive storm we have ever encount- 
ered. Although we paid ot approx- 
imately $1,250,000 gross on account of 
this hurricane, the net loss to the com- 
pany on losses was slightly in excess of 
$100,000. You must realize though this is 
not our entire loss because our contin- 


(Continued on Page 34) 
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Mark Kroll’s [CA of Indiana in Deal 
To Represent 19 Foreign Cos. Here 


Insurance Corp. of 


America has agreed to become American 


Indianapolis — 


insuror for 19 foreign companies under 
a contract negotiated for the group by 
Lloyd’s of London brokers, it is an- 
Mark H. Kroll, president, 
arrangement would 
$200,000 


ICA’s pretax profits. 


nounced by 
who estimated the 


add upwards of annually to 


Mr. Kroll also announced a sharp ex 
pansion in his company’s surplus line 
operations in Florida and Indiana and 
emphasized that representation of the 
foreign group would be in addition to 
ICA’s own surplus line business. His 
company, he said, would represent the 
English and continental companies wher- 
ever it is necessary in the writing of 
surplus line business formerly done by 
foreign insurors which statutory regula- 
tions recently enacted or pending in 
most states now prevent them from writ- 
ing directly 

As American insuror for the 19 com- 
panies ICA will participate profitwise in 
the total writings of the syndicate in 
continenal United States. Under the con- 
tract ICA also will geta service fee on 
all the business written for the syndicate 
and will get all the surety business gen- 
erated by such writings. The projected 
earnings to ICA on these operations, 
based on the profitability of this business 
to foreign insurors in the recent past, 
is estimated conservatively at upwards 
of $200,000 annually, Mr. Kroll said. In 
addition his company will substantially 


expand reinsurance-wise by adding the 


REJECT AUTO AR PROPOSAL 


North Carolina Commissioner Gold Re- 
jects Petition for Higher Rates, But 
“Leaves Door Open” 

North Carolina State Insurance Com- 
missioner Charles F. Gold rejected higher 
rates sought by insurance companies on 
assigned risk auto liability policies. He 
said they were prohibitive. 

The Commissioner said he did not 
regard it as a function of his office to 
force motorists with bad driving rec- 
ords off the highways by “imposing rates 
that may be far beyond the economic 
means of many citizens...” 

He left the door open, however, for 
the North Carolina Automobile Rate Ad- 
ministrative Office to return with modi- 
fied rate proposals. Mr. Gold suggested 
that the office “will wish to consider the 
whole rating process, both for business 
that is written voluntarily and assigned 
risks at the same time.” 

The proposal on which the commis- 
sioner acted would have increased sur- 
charges down the line. The surcharge for 
me offense of reckless driving, for 
example, would have been raised from 
25 to 100%. It was pointed out by the 
Commissioner that since the surcharges 
are cumulative, they would result in a 
premium 250% above the normal rate. 

“Careless and reckless drivers,” he said, 
“should pay more than safe motor vehicle 
operators. However, rating laws, with- 
out legislative sanction, should not be 
used to force drivers off the highways 
as long as the state of North Carolina 
gives them the privilege of driving.” 

Also rejected by Comm. Gold was a pro- 
posal to reduce from 10 to 8% the agent’s 
commission for handling and writing as- 
signed risk coverage. He said agents had 
testiied at a hearing that in some 
instances the cost of handling the cover- 
age is above the present commission 


The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 


reinsurance facilities of the 19 foreign 
companies. 


The Florida and Indiana Cos. 


Mr. Kroll described the Florida surplus 
line operation as “an extremely profit- 
able one made up entirely of military 
business with low loss ratio.” He said it 
is producing $45,000 premiums monthly 
with indications of rising eventually to 
$100,000 monthly. ICA has opened a 
fully staffed office in Atlantic Beach, 
Fla., to handle the business. 

In Indiana, Mr. Kroll reported, ICA 
early this year secured the personnel 
that formerly directed the activities of a 
company which wrote in excess of $3 
million of surplus line business in 1900. 
As a result, ICA’s Florida surplus line 
writings have doubled each month this 
year with expectation of well over $1 
million annually before the year-end. 
This year 90 new agents have been in 
Indiana. 

Finally, Mr. Kroll said that the con- 
tract, negotiated by Lloyd’s of London 
brokers with ICA, “reflects the need of 
foreign companies today to be repre- 
sented by an American insuror with 
know-how in the surplus lines field.” 


F. & C. Ins. Purchasing 
Forum Re-elects J. R. Jolly 


The Fire and Casualty Insurance Pur- 
chasing Forum at its annual meeting 
recently at Eagle Lodge, Norristown, Pa., 
re-elected James R. Jolly, Pearl Assur- 
ance, as president. Other officers elected 
are William R. McAdams, Employers 
Group, Boston, vice president; William 
O. Cramer, Fund Insurance Cos., secre- 
tary, and J. P. Finnegan, American 
Home Assurance, treasurer, 

The new executive committee consists 
of Thomas M. Tongue, United States 
F. & G.; J. Edward Smith, Insurance Co. 
of North America, and Edward A. 
Bantel, National Bureau of Casualty 
Underwriters. 
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North Carolina House 
OK’s Auto Insurance Bill 


A bill to require insurance companies 
to offer protection against uninsured mo- 
torists was passed by the North Caro- 
lina House of Representatives and sent 
to the State Senate. 

Rep. Sam Whitehurst, chairman of the 
House insurance committee, expressed 


conviction that the measure would 


strengthen the state’s compulsory auto 
liability insurance law. 

“At the present time,” he said, “you 
can only buy protection against bodily 
injuries caused by uninsured motorists. 
This would require insurance companies 
to make uninsured motorists protection 
available for property damage as well” 


” 


CITIZENS CASUALTY DIVIDEND 
Citizens Casualty of New York at its 
recent board of directors meeting, de- 
clared a quarterly cash dividend of 10 
cents a share on class A stock and 1 
cent a share on class B stock, payable 
on July 15, 1961 to stockholders of rec- 
ord as of July 5, 1961. 


Hartford Accident Names 
Lloyd Mgr. at Cincinnati 


Three appointments at Cincinnati of- 
fices of the Hartford Insurance Group 
are announced by Earle S. Whitcombe, 
central department manager. Robert F. 
Lloyd has been named manager and 
Robert R. Riley agency superintendent 
at the expanded Cincinnati office of the 
Hartford Accident & Indemnity. Mr. 
Lloyd succeeds John W. O’Connor who 
now heads the burglary and glass de- 
partment at the home office. Albert A. 
Strelecky has transferred from Hartford 
to the bond department staff of the 
Hartford Group’s central department. 


ALLSTATE APPOINTS SIX 

Allstate Companies have announced 
six executive appointments, including two 
in the Salem, Ore., regional office and 
four in the Toronto regional office. Those 
in Salem are Paul L. Sexsmith, services 
manager, and Miaurice S. Childs, operat- 
ing division manager. In Toronto: Wil- 
liam Attlesey, district sales manager; 
Reginald J. Stephens, assistant under- 
writing manager; Robert W. Nicholson, 
district sales manager, and J. Masse, 
district sales manager. 





over twenty-five years. 


as Assistant General Counsel. 


General Manager 
John J. Berger 


Claims Manager 
Murray Levine 


Treasurer 
Dorothy Jacobs 


General Counsel 
Irving Segal 


Assistant General Counsel 
Alexander E. Rosenthal 


Manager—Liability Under- 
writing Dept. 

Ralph Knispel 
Manager—Production & 


Collection Dept. 
Julius Beldner 





Assistant Claims Managers 
Edward Kane 

Arthur M. Roth 

Philip Shapiro 

Jack Gr 


Managing Attorney 
William Scheiner 


Comptroller 

George Rosenthal 
Assistant Comptroller 
Helen Deutsch 


Statistical Dept. 
Gustav R. Cohen, Actuary 
Leon Rich, Statistician 


Tabulating Dept. 
Sanford Schantz, Supervisor 


GREATER NEW YORK MUTUAL 


Home Office: 770 Broadway, New York 3, N. Y. 


ANNOUNCES PROMOTIONS 


John J. Berger, General Manager of the Greater New York Mutual Insurance Company, announces the 
promotion of Ralph Knispel and Julius Beldner to executive positions in the company's organizational set- 
up. Mr. Knispel has been named Manager of the Liability Underwriting Department, while Mr. Beldner 
was designated as Manager of the Production and Collection Departments. Both have served the Company 


The Company also advanced George Rosenthal to the position of Comptroller and Alexander E. Rosenthal 


In order to afford brokers greater facility in contacting members of the administrative staff, Mr. Berger 
lists the Company's line organization as follows: 


Assistant Supervisor 
Peter Walsh 


Neil Carter 

Joseph W. Keenan 
Robert B. Berger 
Richard Attilio 


Payroll Audit Dept. 


Rating Dept. 
Ronald Goldberg, 


Workmen's Compensation 
‘oss Claim Dept. 
Harry Exel, Supervisor 


Assistant Supervisors 


Norman Rosen, Supervisor 


Supervisor 


Workmen's Compensation 
Underwriting Dept. 
Charles Kemp, Supervisor 


Assistant Supervisor 
Frances Greengras 


Liability Inspection Dept. 
Harry Waltzer, Supervisor 
Samuel Weiss, Ass‘t Supervisor 


Consiruction Safety Dept. 
Donald E. French, Supervisor 


Mercantile Safety Inspection 
Dept. 
Edward A. Schwarz, Supervisor 


Elevator Inspection Dept. 
Robert W. Young, Supervisor 
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L. C. Ryan’s Passing 
Mourned by State Bar 


PROMINENT SYRACUSE LAWYER 





Was President of Defense Research 
Institute at His Death; Past President 
f N. Y. State Bar Assn. 





The recent untimely death of Lewis 
C. Ryan, prominent Syracuse attorney 
at the age of 69, is deeply mourned by 
the New York State legal profession. As 


a past president of the New York State 
Bar Association and former vice chair- 
man of the State Temporary Commission 
on Courts, Mr. Ryan was widely known 
and especially among insurance attorneys. 
He had been frequently described as 
“one of America’s great lawyers who 
always accepted the challenge of the 
difficult.” 

One of Mr. Ryan’s absorbing interests 
at the time of his death was the Defense 
Research Institute, Inc., the formation of 
which was sponsored a year ago by the 
International Association of Insurance 
Counsel of which Mr. Ryan was an active 
member. He had been elected president 
of the Institute early this year. 

Stanley C. Morris, Charleston, W. Va., 
chairman of DRI’s board of directors, 
has advised its members that Mr. Ryan’s 
death will not impair the program of 
DRI activities now underway. A new 
monograph, titled “Products Liability” 
by Warren Freedman, just completed, 
will be distributed to the Institute’s mem- 
bers early in June. Furthermore, A. R. 
Christovich, Jr., New Orleans, DRI’s 
national membership chairman, has com- 
pleted organization of his state member- 
ship chairmen. A full report on DRI’s 
first year of progress will be made at 
the 34th annual convention of the Inter- 
national Counsel in early July in Mon- 
treal. 


Ryan’s Prominence 


Mr. Ryan, graduate of Syracuse Uni- 
versity College of Law in 1912, was senior 
partner in the Syracuse law firm of 
Hancock, Door, Ryan and Shove. He 
had specialized in insurance law and in 
trial work. He went into private prac- 
tice after graduation from college but 
during the 1920s served as United States 
Commissioner in Syracuse. He served 
two one-year terms as president of the 
State Bar Association, 1945-46. He was 
credited with having set up that asso- 
ciation’s annual midsummer meetings. In 
1958 he was named to a special advisory 
committee to assist the New York legis- 
lature in making an investigation of state 
payroll practices. He also served on a 
special commission, created by Thomas E. 
Dewey when New York Governor, to 
investigate the New York court system 
and selection of judges. 

A past president of the Syracuse Law 
School's board of visitors, president of 
the alumni association, he was at his 
death secretary of the University’s board 
of trustees. 


Binder Club of Baltimore 


Elects Baker President 

William S. Walbeck of Fidelity and 
Casualty Co., current president of the 
Binder Club of Baltimore, announced the 
results of the annual election of that 
group. 

The new officers who will be installed 
at the 26th anniversary dinner dance 
of the Binder Club to be held at the 
Greenspring Inn on June 7, are as follows: 
President, Joseph R. Baker, J. Ramsay 
Barry Co., Inc.; Ist vice president, Philip 
J. Dubey, Travelers Fire; 2nd vice presi- 
dent, Paul E. Keedy, Maury, Donnelly 
and Parr Inc.; 3rd vice president, J. 
Richard Fowler, Fowler, Leonhardt & 
Assoc.; secretary, ‘Charles R. Snell, 
Standard ‘Accident; treasurer, William 

Landon, Poor, Bowen, Bartlett & 
Kennedy Inc., and asst. secretary and’ 
treasurer, William A. Weech, New Am- 
sterdam Casualty. 


Maryland Agents to Hear 
Silver at Mid-year Meeting 


James H. Gorges, president of The 
Maryland Association of Insurance 
Agents has announced that Edgar P. 
Silver, Democratic member of the House 
of Delegates from the Fifth District of 
Baltimore and chairman of the House 
Motor Vehicles Committee will be a 
principle speaker at the Maryland As- 


sociation of Insurance Agents 21st mid- 
year meeting at Ocean City, Md. June 28- 


June 30. 


“un 


Mr. Silver will discuss “The four horse- 


men of traffic safety.” These are the 


measures that have been enacted in re- 
cent years by the Maryland General As- 
sembly. They are the point system, the 
chemical tests for drivers, the renewal 
of drivers’ licenses, and the extention 
of drivers’ education. 

The effects of the foregoing measures 
on the traffic fatality rate which is pres- 
ently running in Maryland 40% lower 
than the same time last year will be ex- 
plained by Mr. Silver. 





SEAT BELT ACT IN MICHIGAN 
Gov. John B. Swainson of Michigan, has 
received a state legislative act requiring 
that auto makers must incorporate seat 
belt brackets in all models manufactured 
Jan. 1, 1962 
General Motors, Ford and Chrysler, all 
headquartered in Michigan, already have 
announced an intention to make such 
brackets available on all 1962 models. In 
the past, however, buyer demand for seat 
belts, when offered, was reportedly not 
great, although sentiment is reported to 
be changing somewhat in favor of th« 
safety appliances. 


for use in this state after 





Why is Atna Casualty concerned 


about a client's safety program? 























A Statement by 
DONALD G. VAUGHAN 


Assistant Vice-President, Engineering Department 


Etna Casualty and Surety Company 


We might answer that question by saying, “Because it’s 
good business. We must know the risk we’re taking.” 
That’s the cold way of putting it. But, as our agents 
know, good business is more than dollars of premiums vs. 


dollars of losses at AXtna Casualty. 


Loss control plays an important role. That’s why our 
Engineering Department provides unusual facilities to 
help agents materially in the continuing effort to reduce 


their clients’ insurance costs. 


Etna Casualty agents may call upon a corps of over 
250 trained engineers located in regional offices through- 
out the country. More than just “slide rule” engineers, 


Agency building is our business 


ATNA CASUALTY & 


Quality INSURANCE for individual, family, business, home and other possessions 


tna Casualty and Surety Company ¢ 


Hartford 15, Conn. 
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these men are specialists who are trained to use imagina- 
tion in their work—the imagination to look beyond 
ordinary safety measures when investigating effective 
methods of solving a particular problem. Our engineers 


co-operate with the personnel of client companies toward 


safety records. 


finding ways to cut insurance costs by improving their 


We mean it when we say, “You're not just buying in- 


surance when you buy from Aetna Casualty: you’re buy- 


© Affiliated with Atna Life Insurance Company 


ing ‘P.S.—Personal Service.’ ’’ Perhaps that is one reason 
why etna Casualty has so many loyal agents—and why 
Etna Casualty agents have so many loyal clients. 









*Personal Service 


©@ Standard Fire Insurance Company ¢@ The Excelsior Life, Canada F 





Page 34 





The Eastern 


Underwriter 





May 26, 1961 














MOTOR cus LAUNCHED 


Sears & Roebuck F orms Motor Club to 
Be Administered by Allstate Officials; 





Will Provide Services 
-a-s Rocbuck & Co, owner of All- 
e Insurance, has announced the for- 
mation of the Allstate Motor Club, a 
subs diary of Allstate Enterprises, a new 
organization just organized and fully 
anal by Sears, Roebuck. Allstate offi- 


cers will administer the motor club 


Introduced in Connecticut and a ma- 
jority of other states last week, the club 
is believed to be the first large scale 


automobile association 
insurance company 


launched by an 


Membership benefits in the new club 
include trip and vacation planning, pay- 
ment for towing and emergency road 
service, special accident insurance, and 


a $200 arrest bond certificate. Member- 
ship fee is $12.50 for both husband and 
wife All drivers are eligible whether 
they own Allstate insurance or not 
Other moa sas | services include 
payment for legal defense against ordin- 
ary traffic shale ations and world-wide tour 


/pportunities through a special arrange- 
ment with American Express 

\llstate insurance agents will be brok-, 
ers for the new motor club 


J. W. Landers to Bring His 
Bride to IAC Annual Meet 





CLEO HART 


MARCHANT 


When Joseph W. Landers, advertising 
manager, American Fire & Casualty of 
Orlando, Fla., attends the annual meet- 
ing June 18-21 of Insurance Advertising 
Conference at the Equinox House, Man- 
chester, Vt. he will be accompanied by his 
bride, the former Miss Cleo Hart 
Marchant of Savannah, Ga., daughter of 


Mr. and Mrs. Claude S. Hart of that 
city 
Miss Marchant and Mr. Landers will 


be married in his penthouse in downtown 
Orlando on Friday afternoon, June 9. 
They will leave immediately thereafter 
on a honeymoon motor trip that will take 
them first to Canada, then to the IAC 
annual meeting. At its conclusion the 
newlyweds will visit Boston, New York, 
Philadelphia and Washington, with a pos- 
sibility of a flight to Nassau in the 


Bahamas. They will be at home after 
July 5. 
Mr. Landers is slated to be elected 


second vice president of IAC at its 


annual meeting. 


Munich Appointments 
(Continued from Page 30) 


Mr. Drew is a graduate of University 
of Georgia. 

Mr. Haselein had been assistant secre- 
tary before his promotion. Prior to join- 
ing the Munich Reinsurance in 1957, he 
had been a fire and marine underwriter 
since 1951 with the Atlantic Mutual 
Insurance Co. of New York City. He 
was educated in Germany and studied 
also at the School of Insurance of the 
Insurance Society of New York. 


American F. & C. Meet 


(Continued from Page 31) 


gent commission on our fire and wind- 
storm treaties was affected.” 

In conclusion, reiterating the theme of 
the meeting, Mr. Bradshaw said: “We 
want to emphasize that our commission 
schedule is based on your agency loss 
experience. The door to better commis- 
sions for you is unlocked but cannot be 
opened without an effort on your Part 

—it does not have an electric eye.’ 


Why Companies Join NAII 


Vestal Lemmon of Chicago, general 
manager of the National Association of 
of Independent Insurers, explained that 
“companies belong to NAIT because their 
management believes in the American 
free enterprise system, a system which 
provides for challenge and opportunity, 
which permits and encourages initiative 
and experimentation under the stimulus 
of vigorous, healthy competition. Our 
people believe in competition in all 
phases of the business—in rates, cover- 
ages, forms, and methods of operation.’ 

Regarding agents’ commissions being 
manipulated by legislation or regulation, 
Ir. Lemmon said: “The moment you 
permit government—local, state, or Fed- 
ral—to become a party at interest in 
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a private contract such as an agreement 
between agent and company, you are 
sacrificing some of your birthright. You 
are inviting erosion of one of the key- 
stones of the American Agency System.’ 
(Ed. Note: A more complete review of 
Mr. Lemmon’s remarks appeared in our 
May 12 issue.) 

The luncheon speaker was E. A. Fair- 
cloth, Assistant Insurance Commissioner 
for the State of Florida. Mr. Faircloth’s 
subject was highway safety and he cov- 
ered the cunrent legislative program in 
Florida regarding safety; the Insurance 
Institute for Highway Safety, which se- 
lected Florida to be a pilot state for 
technical counsel and distribution of in- 
formation; and the all embracing pro- 


gram (which properly applied is the solu- 
tion to the traffic accident problem), ac- 
tion program of the President’s Commit- 
tee for Traffic Safety. In conclusion he 
said: “The individual citizens have to 
take their part by personal behavior and 
public acceptance of these programs. 
If the people in each of the states don’t 
take action to increase traffic safety, this 
will be another area in which the Federal 
Government will become more actively 
interested.” 


The Editorial Page of this paper, 
usually found opposite the Big Bill Page, 
has been permanently moved to the last 
text page facing the inside back cover. 
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To Meet Medical Costs 





Pre-Funding Reserves an Alternative 
To Kennedy Health Plan, Says Fliess 


“Advocates of extension of the Social 
Security Act to include medical benefits 
for the aged imply that pre-funding 
medical benefit costs during an employe’s 
active working lifetime can be accom- 
plished only under social security,” said 
Winston Fliess, vice president, Johnson 
& Higgins, New York City, before the 
American Management Association’s re- 
cent spring insurance conference in New 
York City. 

“But is this true?” he asked. “Why is 
it not even sounder for each employer 
to provide such advance funding under 
his private plan?” 

It is Mr. Fliess’ contention that the 
only present drawback to his suggestion 
is a “vague area of our tax structure.” 
As he told the AMIA: “To date there has 
not been a definitive regulation from the 
Treasury Department regarding advance 
funding of post-retirement life insurance 
or medical benefits. Is it not, however, 
much easier and much less costly to the 
government—and this means the tax- 
payers—to rule favorably on this small 
tax area, than to undertake old age 
medical benefit legislation which will be 
cumbersome to enact and more cumber- 
some and expensive to administer ? 


Calls Pre-funding Reserve “Sound” 


“Even in the absence of favorable tax 
ruling, is it not entirely sound for a 
corporation to set aside on its books a 
pre-funding reserve? It is true no tax 
credit can be claimed at the time the 
reserve is set aside, but tax deduction 
will be permitted when these reserves 
are paid as premiums (or in benefits). 
Therefore, 48% of the anticipated future 
cost is reserved, the other 52% will be 
o_o by tax savings at the other 
end, 

Mr. Fliess believes that with a favor- 
able tax ruling, such pre-funding could 
be done with an insurance company. He 
went on to state: 

“No matter what pre-funding proce- 
dure is followed—under social security, 
insurance company reserves or advance 
premium payments—there is no magic by 
which you can pre-fund for those now 
retired. They represent a current out- 
of-pocket cost which must be paid by 
us—the people—either in taxes, charity 
or premiums to an insurance company. 
Even for those within a few years of re- 
tirement, the cost of pre-funding is many 
times the current cost of protection. 

“However, if a company undertakes to 
pre-fund for its entire group of em- 
ployes, the average per capita is rela- 
tively small. Depending upon the age 
distribution of employes the pre-funding 
cost may amount to anywhere between 
2% and 10% of the total premium being 
paid for active employes and their de- 
pendents. 

“T have heard voices which say this 
pre-funding cost should be paid by em- 
ployes so they will have a vested inter- 
est in these post-retirement benefits. But 
these same voices do not cry out for 
employes to contribute toward their vest- 
ing in a pension plan. There is no reason 
to be inyolved in the complications of ad- 
vance premium payments by employes in 
any instance where the employer is shar- 
ing in part of the cost of the plan. 

Let the employer allot the necessary 
part of his contribution first to pre- 
funding and the balance to help defray 
the cost of benefits for active employes. 


In fact, in most instances this need not 
represent an increase in gross cost un- 
der an insured plan. Instead, merely 
set aside the necessary amount out of 
each year’s dividend or retroactive rate 
credit and accumulate the fund either 
on the company’s books or as an advance 
premium with the insurance company.” 
75% Covered 

Mr. Fliess brought out that today ap- 
proximately 75% of our population is cov- 
ered for medical benefits and more than half 
of the employer sponsored plans provide 
continuing coverage for retirees and that 
the cost of providing post-retirement 
medical coverage is not as high as many 
companies fear. 

“It is evident then,” he added, “that 
private sources have already gone far in 
meeting this important need. 

“But what of the future—there is still 
much that must be done and the Federal 
Government has issued a challenge by 
suggesting that through legislation it will 
undo all that has already been accom- 
plished. 

“All of us have, by our presence here 
today, indicated a vital concern about 
this problem of medical benefits for the 
aged. Who are we? And where does 
our responsibility lie? 

“We are employers, whose responsi- 
bility it is to do the best possible job for 
our employes consistent with sound busi- 
ness practice and with a view to getting 
the best possible value for every dollar 
spent. 

“We are union leaders, to whom mil- 
lions of our members look for leadership 
and guidance and of whom is expected 
a high order of vision in planning the 
security of American workers and their 
families, 

“We are representatives of insurance 
companies and other organizations whose 
very existence depends upon a willing- 
ness to face human problems squarely, 


way he wants. 
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Life of North America 
Elects Marshall V.P. 


STEVENS MADE ASSISTANT V. P. 





Stevens Heads Individual Health Insur- 
ance Unit Which Will Come Under 
Jurisdiction of Life Company 
Life Insurance Co. of North America 
has elected Charles E. Stevens assistant 
vice president, and Edwin H. Marshall 
vice president, it was announced by John 
A. Diemand, chairman, at a recent meet- 
ing of the company’s board of directors. 
Both advancements will be effective 

July 1. 

Mr. Stevens presently heads the in- 
dividual health insurance unit which will 
be transferred to the jurisdiction of the 
life company as of that date. He began 
his insurance career with Standard Ac- 
cident in 1941 as an A. & S. underwriter. 
Subsequently, he was appointed chief 
underwriter, assistant manager, manager 
of A. & S. and manager of the company’s 
education department. 

He joined INA in 1957 as assistant 
A. & S. superintendent. Later he became 
superintendent and assistant secretary. 

A graduate of Wayne State University, 
Mr. Stevens is a past chairman of the 
Health Insurance Association of Amer- 
ica’s executive committee. 

Mr. Marshall, vice president of LINA’s 
parent firm, came to INA in 1942 from 
the Bureau of Casualty and Surety Un- 
derwriters. After serving as an under- 
writer in INA’s New York office four 
years, he was named superintendent of 
the company’s accident and health de- 
partment. He was elected an assistant 
secretary in 1953 and in 1957 was named 
accident and sickness secretary for both 
LINA and the parent firm. He was then 
elected assistant vice president of the 
parent company in December of 1957. 

A graduate of Columbia University 
with an A. B. in 1934 and M. A. in 1937, 
Mr. Marshall holds the CPCU designa- 


tion. 





to develop new concepts, to experiment 
with caution but with courage and there- 
by to further the self-reliance of our 
fellow citizens in a competitive industrial 
economy. 

“We are consultants, to whom an ever 
growing segment of American business 
turns for counsel and guidance.” Said 
Mr. Fliess: 

“This, to me, is an impressive roll call, 
because we have here all of the elements 
needed not only to discuss a problem 
of growing importance, but to do some- 
thing about providing some workable 
solutions.” 
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Lindop, Ghent Describe 
MONY’s A. & H. Setup 


DURING MANAGERS’ CONFERENCE 





Disability Income Policy “Competitive 
As Any” Says Lindop; Ghent Stresses 
Needs-Building Story 





Ralph K. Lindop, well known health 
insurance consultant in New York, stated 
in his talk last week at Mutual Of 
New York’s annual conference of man- 
agers and leading field underwriters that 
the company’s new line of health insur- 
ance products (announced at the con- 
ference) makes MONY “one of the first 
giants of the industry to approach the 
problem of disability and health insur- 
ance in a scientific manner.” 

Mr. Lindop described the products— 
individual major medical and disability 
income policies and an executive travel 
accident policy—for his audience of 1,000 
who attended the conference in the Wal- 
dorf-Astoria Hotel, New York. 

Mr. Lindop, who worked with MONY 
officials on the development of the new 
products, said the disability income pol- 
icy is “as competitive as any in the 
world.” 

Visual Sales Kits Prepared 


Charles L. Ghent, MONY’s director 
of health insurance sales, told the confer- 
ence that the company has prepared 
visual sales kits designed to show pro- 
spective clients the need for the protec- 
tion that is offered by the new products. 
“This is a need-building story rather 
than a policy sale,” he said. “The policy 
is only the vehicle for filling the need.” 

The sales kits were sent to MONY’s 
165 agencies last week. A team of special- 
ists has been assigned to instruct the 
company’s field force in all aspects of 
the new products. 

Mr. Lindop said the problem solved 
by the new health insurance products 
is generally the same one treated by life 
insurance, that is, loss of income. 

“It occurs to MONY that man faces 
two problems which are only cured by 
one solution,” he declared. “One is dead 
death. The other is living death, com- 
monly called disability. The solution to 
both of these problems requires replace- 
ment of income.” 


All Problems Covered 


MONY’s new disability income plan, 
which is non-cancellable, guaranteed 
renewable at the same price to 65, and 
the guaranteed-renewable-to-65 major 
medical policy, together cover all prob- 
lems of health protection, he said, by: 

(1.) Providing an income during dis- 
ability; (2.) meeting medical bills, and 
(3.) providing major medical protection 
for members of the insured’s family. 

Mr. Lindop also told MONY agents 
and managers that the new health pro- 
tection plans are necessary for a well- 
rounded estate plan, complementing the 
protection life insurance provides. 

“Now, without in any way neglecting 
the problems of premature death or old 
age, we must burn into our minds the 
fact that man has an equally serious 
problem where disability is concerned,” 
he said. 

“Gentlemen, this is what I mean by the 
oneness of the problem. It all concerns 
itself with the replacement of income, 
whether brought about because you die 
or because you are disabled.” 

In his discussion, Mr. Ghent brought 
out that “there is no better disability 
income policy on the market than our 
short-term non-can policy ... but don’t 
forget that most of the time you are 
not competing with another insurance 
company, but rather with the TV sales- 
man, car salesman, fur coat salesman and 
all those purveyors of glittering luxuries 
who are after your prospect’s dollars 
and who don’t care whether your 
prospect’s family eats or not when 
ravaged by disability.” 


See page 36 for further details of 
MONY’s revised health insurance port- 


folio. 
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Insurance an Intangible Product? 


“Poppycock!” Says McCafferty 


Criticizing insuré ance agents: for ex- 
tensive use of “inbred language,” Charles 
McCafferty, manager of the New York 


4. & H. department for Continental 
Casualty, last week during a three-man 
panel session held by the New York 


Association of Health Underwriters, em- 
phasized that “plain language leads to 
larger and more sales.” 

Mr. McCafferty, appearing with W ar- 
ren Behm, manager of American Casu- 
alty’s A. & H. underwriting sales depart- 
ment and Leonard Zimmerman, a New 
York general agent, told the association's 
monthly meeting at Emil’s Restaurant on 
Park Row, that “there is nothing more 
tangible than insurance. 

“We have the habit,” he declared, “of 
believing we are selling something in- 
tangible. Poppycock! Js there anything 
intangible about the food on a prospect’s 
table, his family’s clothes, his house ? 
The public understands these words bet- 
ter than ‘total disability,’ ‘partial dis- 
ability’ and so forth.” 


Uliman Points to “Sleeping Giant” 


It was Julius Ullman, president of W. 
L. Perrin & Son, who as panel moderator 
set the theme of the Citing fig- 
ures to show that sales of individual 
health policies since 1950 have lagged be- 
hind growth in related coverages, Mr. 
Ullman said: “Here is the sleeping giant, 


session 


the giant we must get to flex his 
muscles.” 

Mr. Behm followed suit. “Since 1949,” 
he said, “there was an increase of about 


104% in the 
Group for 


of people covered 
income coverage; 


number 


loss ot 


whereas, there was only 12% increase 
under individual forms.” 
Individual A. & H., especially —~ 


replacement coverage, is the re al “bread 
and butter” of any company’s A. & H. 
volume, Mr. Behm believes. He admitted 
it was quite true that the “big, quick 
premiums are in Group A. & H. sales,” 
but in the same breath pointed out: 
“You've got to remember that that 
case Which you worked so hard to sell 
more often than not becomes a target 
on its anniversary date. Then, if you 
should lose the Group on renewal, it is 


too, 


like someone pulling the rug out from 
under you. On the other hand, if you 
have a substantial volume of individual 
policies, and you lose one or two, it cer- 
tainly doesn’t hurt very much. Com- 
panies will love you when you write 
nice, clean individual income replace- 


ment business, for their profits are great- 
er and so are your commissions.” He 
said further: 


Two Types of Producers 


‘How can I 
accident and 


logically ask, 
increasing my 
health volume?’ Generally speaking, 
aside from A. & H. specialists, there are 
two principal types of producers — one 
the life writer and the other the cas- 
ualty writer. If you are a Life agent, 
you have a ready-made prospect with 
practically each Life sale and A. & H. 
should readily become part of the ‘pack- 
age’ in closing the deal 

“If you are a casualty or fire producer, 
you should always carry four circulars 
with you in your briefcase: Income re- 
placement, accidental death and dis- 
memberment, hospitalization and major 
medical, 

“Like getting the first olive out of the 
bottle, after your first one or two sales, 
the rest will come easy. I wouldn’t bank 
much on mailing campaigns, they 
can be good but in general they are 
pretty much over done and you will find 
most of the stuff goes into the circular 
file of the recipient. 

The greatest asset that a salesman can 
have is confidence in the product he is 
selling, Mr. Behm stated, “so it natur: ally 
follows that you should select the A. & 
H program of one or more reliable com- 
panies that are pushing A. & H., for 


“You may 
go about 


too 


you will find their material has a much 
higher sales appeal than the run-of-the- 
mill companies. 

“I think we who represent the insur- 
ance companies realize full well that it is 
a two-way street: We've got to provide 
you with good equipment if you are go- 
ing to do a good job. 

“IT have never seen such a wealth of 
material as can be found in the adver- 
tising racks of most companies today 
and it is yours for the taking to help 
you increase your income and to pro- 
vide a fine service to your community,” 
he concluded 


Analyze Market Carefully; McCafferty 


Mr. McCafferty, in carrying Mr. 
Behm’s suggestions on prospecting furth- 
er, said the life agent should be able 
to branch out into A. & H. without ma- 
terially changing his prospecting meth- 
However: 

“First, you have to find out who your 
market is, analyze it carefully, discipline 
yourself to follow the program you have 
set, then go out and make the sale.’ 

Mr. McCafferty believes strongly that 
agents “should stop talking to one an- 
other.” What often results is a form of 
“inbred language,” confusing to the pros- 
pect. “Get into the rut of simple lan- 
guage,” he urged. “Think in terms of 
products we sell. You must realize the 
problem is entirely in your hands.” 


“Thank Goodness I Had It:” 
Zimmerman 


ods. 


Mr. Zimmerman, as _ final speaker, 
graphically told how he found the prob- 
lem squarely “in his own hands. 

“IT was hit by a drunken driver the 
night of Feb. * said (Mr. Zimmerman, 
who is a member of the American Bar 
Association. “For several months I was 
laid up in the hospital and it gave me 


time to think—to evaluate insurance and 
what it can do for you. One thing that 
struck me with great force was that 
many of us who sell insurance, don’t 
have it ourselves, or if we do, not in 
great enough quantities. ‘Thank good- 
ness, I thought to myself—I canry in- 
surance.” 

Mr. Zimmerman stressed that agents 
must first ask themselves what their 


own program is. “You must have it, to 
sell it,” he emphasized and continued: 

“When I was well enough to go back 
to work, I'd be standing on the platform 
in the morning w: aiting for the train and 





C. F. McCAFFERTY 
“Inbred Language” Must Go 





friends would come up to me. Most of 
them said : ‘I certainly hope YOU had 
insurance. To each one, I answered a 
positive then turned the question 
right around and asked them if they 
could say the same thing, if they were 
in the same situation. 

“Gentlemen,” said Mr. 
“the effect was startling. 
friends I talked with on the platform 
have seen me about disability coverage. 
When you're face to face with the truth 
you find out strange things.” 


‘yes,’ 


Zimmerman, 
To date, four 


Mr. Zimmerman also brought out ~_ 
one of the four, a president of a larg 
manufacturing firm, had no major rae 
ical policy. For a man of his position 
he had “alarmingly” little coverage. 
“Since then we have developed an estate 
program ($175,000) and a $40,000 pension 
program, Individual A. & H. is not the 
whole service. It’s a. start, ” Mr. Zim- 
merman pointed out, “in which you can 
find out how totally lacking in coverage 
many prospects are.” 

“So wh: at did I find out from my own 
expe rience?” \He said in conclusion: 

‘That we AE ot need to be fully covy- 
ered; that we should never take a claim 
for granted, that’s often only gr begin- 
ning of further sales, and that & H. 
is a natural flow-in from life Ri vice- 
versa. If you neglect either one, you’ re 
missing a whole area thi it is open.’ 

NYAHU NOTES: “Let's create an 

(Continued on Page 37) 








Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 





MONY Announces Three 

New Health Ins. Plans 
DISCLOSES DETAILS 
Health Portfolio Now Includes Individual 


Major Medical, Non-can to Age 65, 
“Executive Travel Accident Policy” 


WICKMAN 


As announced in our May 19 issue, 
Mutual Of New York has developed 
three new products for its health insur- 
ance portfolio. They are: 

1. Individual major medical, with 
deductible and co-insurance features and 
a maximum benefit of as high as $15,000 


for each illness or accident; 

2. New non-cancellable-to-age-65 dis- 
ability income policies with reduced 
premiums. 


3. An “Executive Travel Accident Pol- 
icy” which can provide up to $100,000 in 
death benefits for certain types of ac- 
cidental death. 

The first two already have gone on the 
market in most states, and the third is 
now before the various state commissions. 


Announced During Annual Conference 


The new products were announced by 
J. M. Wickman, second vice president 
for health insurance, during MONY’s 
annual conference of agency managers 
and sales-honor-club members at the 
Waldorf-Astoria Hotel, New York. 

The individual major medical has two 
plans, one with the $15,000 maximum 
the other with a maximum of $10,000 
per illness or accident. 

Mr. Wickman pointed out that both 
plans have three new elements: (1) a 
liberal waiver of premium provision; 
(2) a 120-day period within which to 
satisfy the deductible provision and 
establish the benefit period; and (3) a 
three-day benefit period. He said that 
“exclusions and limitations have been 
kept to those which are reasonable and 
necessary in view of the broad coverage 
provided.” 

The disability income plans are non- 
cancellable to age 65. The major medical 
policy is guranteed continuable to age 
65, but the company has the right to 
adjust premiums on a class basis only. 
(MONY already permits persons up to 
age 80 to buy basic hospital and surgical 
insurance.) 

The non-cancellable disability income 
policies have four plans, offering income 
for one, two or five years (or to 65, if 
sooner), or to age 65. 


New “Preferred” Class Established 
Mr. Wickman said MONY has ex- 


tended from 30 to 90 days the period in 
which total disability due to accident 
may develop. The company also estab- 
lished a new “preferred” class for which 
disability income benefits as high as 
$1,000 per month, with a maximum benefit 
period of one or two years will be 
available. The premium reductions aver- 
age about 20%, Mr. Wickman said. 

The “Executive Travel Accident Pol- 
icy” is to be offered in four basic ac- 
cidental death benefit amounts, ranging 
from $10,000 to $25,000. These death 
benefits would be doubled or even quad- 
rupled if death occurred as a result of 
certain types of travel accidents. The 
maximum possible payment, therefore, 
would be $100,000. 

Premiums for the best risks would 
range from $30 a year for the lowest 
plan to $75 a year for the highest. Pre- 
miums also would vary for each plan 
according to the policyholder’s risk clas- 
sification. 


Joseph C. Kimbel Dead 


Joseph C. Kimbel, 54, supervisor of the 
monthly premium & H. department, 
America Fore Loyalty Group. Newark, 
and associated with that organization for 
33 years, died at his home in Kearney, 
N. J, May 9, after an illness of several 
months. A native of Tamaqua, Pa., he 


is survived by his widow, Marge Correll 
Kimbel, a 31-year employe of the Amer- 
ica Fore Loyalty companies. 
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ee Sind on Global Tour 





“Combined to Extend World Business” 


W. Clement Stone, president of Com- 
bined Insurance Co. of America, Chicago, 
left recently for a ’round-the -world trip 
to explore possibilities of a further 
expansion of his company’s operations 
in the international field. 

“By 1965, we expect to extend our dis- 
ability and accident insurance business 
to many countries around the globe,” 
said Mr. Stone, who is being accom- 
panied on the trip by Mrs. Stone. 


“With the jet age and our other 
excellent forms of transportation, the 
world has grown smaller and smaller. 


It is virtually as easy now to carry on 





Guardian Life Revises 
Group Major Med. Plans 

HAS MORE FLEXIBLE FEATURES 

Corridor Deductible Plan Included With 


$100 to $600 Range; Surgical Limit 
Automatically Reinstated 





Guardian Life of America has just 
revised its Group Major Medical plans 
and is now offering a substantially dif- 
ferent and more flexible product in this 
field. The most notable new features of 
these plans are the inclusion of a corridor 
deductible plan in addition to an in- 
tegrated deductible, the automatic re- 
instatement of the surgical limit after 
one year, and new flexible limits designed 
to provide tailor-made programs. 

Retaining the integrated type plans, 
Guardian still offers a choice of a $300 
or $500 integrated deductible. In the 
new corridor plans the deductibles range 
from $100 to $600 by multiples of $50. 

Greater Range of Room and Board 

Maximums 

The variable maximums within any 
plan chosen demonstrate the flexibility 
of the new plans. Previously, if one of 
the three available room and_ board 
maximums were chosen the surgcial limit 
and the overall maximum were set 
amounts which automatically accom- 
panied the room and board figure. Now 
there is not only a greater range of 
room and board maximums, but the 
surgical limit and overall maximum may 
be selected as desired in each case to 
provide tailor-made plans. (For groups 
of less than 25 lives the respective 
maximums are $25, $1,000 and $7,500.) 

As before, Guardian offers lifetime 
coverage through continuation of insur- 
ance after retirement, where possible, or 
through conversion to individual guar- 
anteed renewable Major Medical plans. 
With the exception of private nursing 
service (which is reimbursed up to 75% 
of cost) there is no co-insurance. The 
three year benefit period and per illness 
deductible have been retained as has the 
coverage for dependents from birth to 
age 23. The plans may be written over 
acceptable service type plans or over 
a Guardian hospital-surgical plan. 


Norman Levine , Agency Takes 
Aetna Life Division Honors 


Representatives of Aetna Life wrote 
accident and health insurance totaling 
$405,000 in annualized premiums in a 
recent two-week campaign. 

The W. J. Schergens General Agency 
of Shreveport led the company with $32,- 
278 in premiums, followed by San Diego 
with $29,605. Armond H. Schneider of 
Denver was the leading individual pro- 
ducer with $12,271. 

General agencies winning divisional 
honors, in addition to Shreveport, 
were L. E, Gibson at Fort Worth, Rich- 
ard P. Fuchs of Denver, R. M. Fee & 
Co. of Minneapolis, and the Norman G. 
Levine agency at New York City. 


business operations on an international 
basis as it has been on a national basis 

“From the long range standpoint, much 
of the strength of the free world will 
rest on the economic strength of the 
countries making up the free world,” Mr. 
Stone explained. “I feel that we busi- 
nessmen in the United States have a re- 
sponsibility of ‘helping other countries 
develop their economies to the fullest. 

“One effective way in my opinion to 
help other countries is to participate di- 
rectly in the business activity of that 
country. To determine such possibilities 
is the major reason for the trip Mrs. 
Stone and I are making.” 

Mr. Stone, who also heads three other 
insurance companies in the Combined 
group, reported that Combined Insurance 
has been showing great progress in its 
operations in the major provinces of 
Canada and Australia. On his trip, Mr. 
Stone first will inspect the operations of 
Combined Insurance in Hawaii and Aus- 
tralia. 

Among other countries the Stones will 
visit on a nine week trip will be India, 
Greece, Italy and France. 


ELECT JUDICE PRESIDENT 


The newly elected officers of the New 
Orleans Association of Health Under- 
writers are as follows: President, Wil- 
liam F. Judice, Judice Insurance Agency; 
president-elect, Edward C. Linck, Jr., 
Continental Casualty; vice president, 
Mattie E. Herrick, Mutual of Omaha; 
secretary, Maurice Grossman, World In- 
surance Co., treasurer, Kelly Van Matre, 
Occidental Life. 
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WEST LED IN HEALTH INS. BENEFIT GROWTH 
DURING 1960 WITH $570 MILLION PAID 


The West in 1960 showed a greater 
growth in health insurance benefits re- 
ceived from insurance companies than 
any other region of the United States, 
the Health Insurance Institute reported 
recently in an estimate of 1960 benefits 
by state. 

In terms of percentage of increase in 
benefits over 1959, the 13 states which 
comprise the West topped the nation’s 
other three regions—the Northeast, the 
South and the Midwest. However, the 
Midwest was first in gain in actual dollar 
benefits. 

The total amount of health benefits 
paid by insurance ce ympanies in 1960 was 


more than $3.1 billion, a boost of 8% 
over the $2.9 billion distributed the year 
before, according to the Institute. 


California Led Again 


On a state level, California once again 
led in benefit payments, but the greatest 
percentage over 1959 was recorded by 
residents of Wyoming. Insurance com- 
panies paid nearly $392 million in benefits 
in California while persons in Wyoming 
received $5 million in benefits, 44% more 
than in 1959, 

More than $570 million in benefits were 
paid last year to people in the West’s 
13. states—Alaska, Arizona, California, 
Colorado, Hawaii, Idaho, Montana, Ne- 
vada, New Mexico, Oregon, Utah, Wash- 
ington and Wyoming. This was an in- 
crease of nearly 11% and $55 million over 


1959. The Midwest had the greatest dol- 
lar increase, $72 million, the Institute 
said. 


The Midwest climbed from nearly $962 
million to $1,034 million in benefits to 
show an increase of 7.5% for its 12 
states of Illinois, Indiana, Iowa, Kansas, 
Michigan, Minnesota, Missouri, Nebras- 
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ka, North Dakota, 
and Wisconsin. 

The nine Northeast states of Connec- 
ticut, Maine, Massachusetts, New Hamp- 
shire, New Jersey, New York, Pennsyl- 
vania, Rhode Island and Vermont in- 
creased their benefits from $723 million 

» $772 million, a boost of 6.8%. 

Nearly $771 million in benefits were 
paid last year to people in the 16 south- 
ern states of Alabama, Arkansas, Dela- 
ware, Florida, Georgia, Kentucky, Louisi- 
ana, Maryland, Mississippi, North Caro- 
lina, Oklahoma, South Carolina, Ten- 
nessee, Texas, Virginia, West Virginia 
and the District of Columbia. This was 
an 8% increase over the $714 million of 
1959. 

New York trailed California in amount 
of benefits received from insurance com 
panies, with $321 million being distributed 
in the state, up 7.2% over 1959 

Some of the states that showed a large 
percentage increase in benefits from 1959 


Ohio, South Dakota 


to 1960 were Alaska, 29.6%; Hawaii, 
24.6%: South Dakota, 20.7%; Arizona, 
15.7%; Oregon, 14.8%; Florida, 144% 
and Vermont, 13.4%. 





Indianapolis Assn. to Award 
IAHU Membership Trophy 


The Indianapolis Association of Health 
Underwriters will award for the first 
time an engraved membership trophy at 
the annual convention of the International 
Health Underwriters Association in June 
in New York City. The trophy will go 
to the president of the local health under 
writers association with the largest num- 
ber of members as of May 31 

In making the announcement. Paul D. 
Hill, CLU, assistant vice president, Re- 
search & Review Service of America, 
president of the Indianapolis Association, 
pointed out that the trophy will be 
awarded annually at the International’s 
convention. 

The trophy award resulted from a bet 
made in 1959 between the president of 
the Chicago Association, Jack Olson, 
Combined Insurance Co. of America, and 
the president of the Indianapolis group, 
W. Harold Petersen, Underwriters Na- 
tional Assurance Co., to see which asso 
ciation would have more members. India- 
napolis won with 212, and the rivalry has 
continued since. 


WILLIAMS NAMED PRESIDENT 
Gordon L. Williams, sales development 
manager, Northwestern National Life, 
has been elected president of the Minne 
apolis Association of He:z alth Underwrit- 
ers. Other new officers are P. Donald 
Teefly, Woodmen Accident & Life, vic 
president; Elmer D. Stemsrud, Guaran 
tee Mutual, vice president, and Orlie 
L. Long, Jir., Occidental of California, 
secretary-treasurer. 


NYAHU Sales Panel 


(Continued from Page 36) 


im ge 
one, 


that will counteract our political 
Julius Ullman urged at the 
of ‘the session. “Let’s show 
we're individuals and that’s 
interested in them.” . 

President, Webster Hurley, 
Casualty, urged 


close 
the public 
how we're 
Association 
Manhattan 
attendance at the pe 
annual IAHU convention, June 11-14, 

the Waldorf-Astoria. He emphasized se 
sales clinic to be held June 14, which in- 
cludes a host of notables, particularly Dr. 
Kenneth McFarland of General Motors 
Dr. McFarland has been voted “Amer 
ica’s Foremost Public Speaker.” : 
Fred Bumby, W. L. Perrin and Joe 
Gerritse, Vanderbilt Agency, New York 
Life, will serve as convention delegate 
and alternate delegate, respectively. The 
New York Association’s monthly meet- 
ings will resume in September. Harold 
Sloane, who heads two large New York 
agencies, will be the first fall speaker. 
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ARSON AND FRAUD ON RISE 


Two normal by-products of a recession, 
‘ked fire losses and burglaries, were 
not missing in the months during which 
business activity turned downward late 
last year and early in 1961. Fortunately 
today most economic indices are point- 
ing upward and a year hence these un 
wanted by-products should be less in 
evidence. The National Board of Fire 
Underwriters, through its committee on 
arson, theft and fraud, learned yesterday 
he annual meeting that in the 12 











n s covering mos 1e recession 
ere was a two-fold increase in_ the 
nhe raud fires plus reappearance 

e national scene of professional 
son ings The last 1 ed ive | 1 
t nN ssion so many years tha 
e Na Board some time ago en 
vt e s r ) ‘ 1 arson com 
eC ide ( and fraud s 
{ I \ ex ~elle spec 4 agents 

t nmittec uld keep busy 
During the past yea ese agents 
nducted 4,150 investigations of ques 
mabl n the preced 
ng ye marine claims 
vert ; including bur- 
glaries, hijackings, larcenies, fur and 

ewelry fra 

The National Board committee reports 
estigations of 740 questionable fires, 
mpared with nearly 400 1959-60 

There were 153 persons arrested and 

charged with arson or a related crime, 

with 91 of these people insurance policy- 
holders. All told there were 661 arrests 

a 15-year high—for fraudulent fires, 
including pathological firesetters, juve- 
niles, vandals, thrill-seekers and others, 


who were charged with 


arson or some 
related criminals act. Of these 251 have 
been convicted with many other cases 
still pending. 

The committee stressed that in 1960- 
61 there were definite indications that 
organized professional arson rings were 
perating in the East and Midwest 
Criminal activity of this type, the report 
to the NBFU states, calls for intensive 
investigation and concentration of man- 


power. For this reason it may be neces 


sary to be prepared on short notice to 


move a number of special from 


different 


agents 
icular ter- 


them remain there until 


areas into any part 


ritory and have 


have been solved. 
handled 
inland 


arson problems 


Agents also 500 


claims 


close to 
investigations of marine 


during the latest fiscal year. As 


the bulk 
to burglaries, 


was 
true in previous these 
300 
of such cases being included in the total 
figure. The 
had to do hijackings, 
larcenies, frauds and miscellaneous claims. 


years, 
losses was attributable 


balance of the investigations 


with robberies, 


During the year 139 arrests were made 


in burglary and theft cases of interest 


to member companies and in which Na- 


tional Board agents rendered assistance 
to the authorities. In a number of in- 
stances, official acknowledgment of this 


cooperation was made by prosecutors 
and other law enforcement officers. 
Recoveries and related savings totaling 


$525,793 were 


effected as a result of in- 

vestigations in which National board 
agents actively participated 

L. J. Kalmbach, president of Massa- 

chusetts Mutual Life, has accepted an 

invitation to serve on the “Presidents’ 

Panel” of Dun’s Review and Modern 


Industry, a le ading business periodical. 


The Presidents’ Panel consists of top 
executives of 200 major companies lo 
cated in all parts of the United States 


Panel members periodically answer ques 
tionnaires on current business and eco 
nomic trends. Articles based on these 
questionnaires and individual comments 
of panel —- appear in the maga- 


zine under he title, “A Presidents’ Re 
port.” 
* * * 

Lillian L. Joseph, Home Life, New 
York City, who was thrown off her fect 
and fell, breaking her hip, about two 
months ago, has left Flower Fifth Ave 


nue Hospital and is now recuperating 


West 72nd 


her home, Hotel Olcott, 27 
Street, New York City. 
* » * 
Robert A. Brown, Sr., ay lg Krauel 
agency, Pacific Mutual L ife, Los Angeles 
recently received a “es Award for 


outstanding salesmanship from the Sales 


Executives Club in Los Angeles. The 
awards (golden statuettes) went to 10 
men out of 53 nominated from the sales 


forces of more than 500 companies. Mr 
Brown, who is 74 years old, last month 
celebrated his 50th anniversary with Pa- 
cific Mutual Life. 
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Bradford Bachrach 
REICHERT 


Amelia E. Reichert, assistant vice pres- 


AMELIA E. 


ident New York Life, has been re-elected 
president of the New York League of 
Business and Professional Women. 
New York League is affiliated with state, 
national and international business and 
professional women’s organizations. 

* * * 


Julius Wikler, special consultant to the 
New York State Legislature on insurance 
matters, has been appointed general 
counsel to Dental Insurance Plan, Inc., 
125 Maiden Lane, New York. Formerly 
New York Superintendent of Insurance, 
Mr. Wikler is also special counsel to the 
National Association of Insurance Com- 
missioners. Dental Insurance Plan, Inc., 
one of the largest non-profit Group den- 
tal health insurance plans in the United 
States, is licensed throughout New York. 

x *  * 

Julian D. Anthony, president of Hart- 
ford Life Insurance Co., member of the 
Hartford Fire Insurance Group, has been 
elected president of the Boston YMCA. 


He has been a member of the Boston 
Y board since 1951 and has served as 
vice president and chairman of the 
finance committee. He is active in the 
civic life of the community, director 
Boston Chamber of Commerce, New 
England Merchants National Bank and 


Hartford Fire Insurance Co. 
* * *” 

F. W. Capper, personnel director of 
Equitable Life of lowa, has been elected 
a director of the National Office Man 
agement Association. Mr. Capper has 
just completed two terms as area direc- 
tor of the association and is past presi- 
dent of the Des Moines Chapter. 

* * * 

Leland F. Lyons, vice president of New 
York Life, has been elected president of 
National Sales Executives-International 
for the 1961-62 period. The election took 
place at the National Sales Executives’ 
annual meeting, which was held in con- 
junction with NSE’s 26th International 
Distribution Conaress May 14-17 in San 
Francisco, 

a a * 

Kenneth L. Conn, mortgage loan repre- 
sentative and appraiser of the city mort- 
gage department of Equitable Society 
with offices in Detroit, was awarded the 
coveted M.A.J. (Member of Appraisal 
Institute) designation by the governing 
council of the American Institute of Real 
Estate Appraisers at its meeting in Chi- 
cago earlier this month. Fewer than 
2,900 appraisers have qualified for this 
designation since the Institute was 
founded in 1932, 








The 


Linda Anne Leslie, of Bloomfield, 
Conn., has become engaged to Sidney 
Scott Whipple, formerly of West Hart- 
ford, Conn., assistant editor of The East- 
ern Underwriter. Miss Leslie attended 
Ceatral Connecticut State Teachers’ Col- 
lege and University of Hartford, where 
she is currently on the staff. Mr. W hip- 


ple, whose father Sidney H. Whipple is 
district sales manager in Hartford for 
Retail Credit Co., was graduated in 


1958 from Washington & Lee University. 
A September wedding is planned. 
* * * 


Philip N. Jones has been appointed a 
special agent at Springfield, Mass., for 
the New York Underwriters and Citizens 
Insurance Companies of the Hartford 
Insurance Group. Mr. Jones attended 
the University of Massachusetts and was 
a sales representative for another insur 
ance company in Springfield before join- 
ing The Hartford Group earlier this year. 

cs * * 





Gabor Eder 


DIANA CULLOM DAVIS 

The engagement has been announced 
of Diana Cullom Davis, di ughter of 
Shelby Cullom Davis, insurance invest- 
ment banker of New York, and Mrs. 
Davis, to John Means Spencer, son of 
Clayton B. Spencer and the late Mrs. 
Spencer of ‘West Hartford. The wedding 
will be June 24. Miss Davis, graduate of 
Miss Masters School, Dobbs Ferry, and 
Wheaton College, worked one summer 
for the Home Insurance Co. Mr. Spen- 
cer, who teaches history at The Darrow 
School, is a graduate of Taft School and 
Trinity College, Hartford and holds an 
M. A. degree from Columbia. He is a 
member of the Descendants of the 
Founders of Hartford where his family 
has long resided. The Davis family 
maintains homes at Tarrytown-on-Hud 
son and Northeast Harbour, Me. 

x ok x 

C. Malcolm Davis, president of the Fi- 
delity Union Trust :‘Co., Newark, N. J., 
has been elected a director of the Firc- 
men’s of Newark, member company of 
the America Fore Loyalty Group of 
insurance companies. Holding director- 
ships in various New Jersey business con- 
cerns and active in civic affairs, Mr. 
Davis is a director of Bamberger’s, Wal- 
lace & Tiernan Inc., and the Lowe Paper 
Co. His affiliation with Fidelity Union 
began in 1955. He was elected senior vice 
president in 1958 and president and a 
director in 1960, 

* ok 





* 

Harold J. Cummings, president of Min- 
nesota Mutual Life, marked his fortieth 
year with the company recently when 
employes presented him with an over- 
sized anniversary card signed by all. He 
started with the company in 1921 as 
assistant agency manager becoming pres- 
ident in 1947 after moving up through 
various executive positions. Last year he 
received an honorary Doctor of Laws 


degree from St. Mary’s College of Win- 
ona, 


Minn. 
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‘*Today The Travelers saved a life... 
wrote Electronic Communications, Inc. of St. Peters- 
burg, Fla. “We were lifting equipment by lift-truck 
to a high balcony . . . the load shifted . . . and a 200 
lb. transformer would have struck our lift-truck 
operator if it hadn’t been for the canopy guard we 
installed at the recommendation—and persistence 
—of the Safety Engineer from Travelers.” The 





Travelers has helped policyholders prevent indus- 
trial accidents since 1888. It’s part of the service 
your clients can count on with Travelers Work- 
men’s Compensation and Public Liability insurance. 
A Travelers field man—whose business is your busi- 
ness—will be glad to help you discover new accounts. 
Call him today. 
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WE NEVER GOT A HIT... 


WIDE WORLD PHOTO, A.P, RELEASE 


YET WE “ASSURED” THE SERIES FOR PIRATE FANS 


Pittsburgh, October 13. So far, the Bucs and Yanks have 
split .. . three games apiece. Now it’s the last of the ninth 
in the final game ... tie score. After 62-and-a-half nerve- 
shredding innings—until Pirate Bill Mazeroski’s fence- 
clearing blast—the outcome of the 1960 World Series 
remained in doubt. 

But never in doubt was the fact that every Pittsburgh 
fan who’d been mailed a World Series ticket would get a 


National Union Insurance Companies 
Pittsburgh, Pa. 
Casualty + Fire + Inland Marine + Ocean Marine 
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chance to see his game—f it were played. Pirate manage- 
ment and the specialists at National Union Insurance 
Companies had seen to that. Each of the thousands of 
mailings of World Series ducats was covered by a specially 
designed National Union policy. 

This package was created and sold by an Independent 
Agent ... typical of the outstanding professionals who 
prepare and service America’s finest insurance. 
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